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Add up the 
Advantages of 

BILDRITE’ over 
Wood Sheathing 





~ GREATER INSULATING VALUE 


STRONG AND STURDY 





WATER-PROOFED THROUGHOUT 





VAPOR PERMEABILITY 
HELPS CONTROL MOISTURE 
CONDENSATION IN WALLS 





LOWER APPLIED COST 














TWICE THE INSULATING VALUE OF WOOD 


In fact, more than twice the insulating value. By 
actual tests in a laboratory “cold room,” BILD- 
RITE Sheathing proved to have 122% more 
insulating value than ordinary wood sheathing. 
That saves on fuel bills. 


FT. WIDTHS OFFER TWICE THE BRACING 


STRENGTH OF WOOD 


Here again, laboratory experiments with a 
MILLION pound testing machine proved that 
BILDRITE had more than twice the bracing 
strength of wood sheathing horizontally applied. 
Wood sheathed walls showed a 14” distortion 
at 1,021 Ibs., but it took 2,179 lbs. to cause the 
same deflection in walls sheathed with 4 ft. 
widths of BILDRITE. 
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LOWER APPLIED COSTS 


VAPOR PERMEABILITY HELPS CONTROL 
MOISTURE CONDENSATION AND FROST IN WALLS 


In a laboratory “ice box’”’ big enough to hold 
a house, tests proved condensation in walls can 
be controlled by sealing the warm side and 
venting the cold side. This is the principle of the 
INSULITE “‘Wall of Protection”—recommended and 
used for ten years. Sealed Lok-Joint Lath seals 
the warm side. Vapor-permeable BILDRITE 
on the cold side properly “breathes” vapor 
towards the outside. 


WATERPROOFED .. . EVERY FIBER PROTECTED 


INSULITE is the original wood fiber structural 
insulating board—first made 36 years ago. It is 

waterproofed throughout—not merely a surface 
coating. Every fiber inside and outside is thor- 
oughly —safely—adequately protected. 


To get the rea/ story on sheathing costs, you 
have to figure the total applied costs. BILDRITE 
takes only half the time to apply (compared with 
wood), eliminates waste material and building 

paper, reduces labor insurance costs. When you 
add it all up and compare, your customers’ 

best buy is BILDRITE. 
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Gs We Go to Pross 


THE BOXCAR SHORTAGE is bringing accusations from both sides. 
Mills claim they just don’t get the cars—have been given defense ship- 
ments as an excuse. Now railroads say there is no real shortage. They 
claim shippers don’t load to capacity, don’t load fast enough, and are too 
choosy about the cars they will accept. Sounds like both sides should ease 
up on the claims, start cooperating to the utmost. 


CEMENT MANUFACTURERS are also being pinched at the shipping 
end of the business. Covered hoppers for bulk shipments are short, as well 
as boxcars. Areas close to some mills consequently have lots of cement, 
while there is a real famine at distant points. This situation is tabbed as 
temporary—but it’s none the less aggravating. 


DEFENSE PREPARATIONS and consequent threat of civilian short- 
ages and controls are beginning to slow down house starts. Builders are 
understandably cautious about getting their necks out. But if the Korean 
situation betters even a little, and no new hot spots develop, we look for 
house building to pick up again this fall. And even if recovery isn’t com- 
plete, current volume is mighty big anyway. 


A SWING toward more frame construction has been noticeable in the 
Chicago area in recent months. At the same time, Denver, which for years 
has insisted on brick construction, has now modernized its code to permit 
brick veneer construction in some sections of the city. 


DEFENSE OFFICIALS say, without emphasis, that when the Korean 
trouble ends, and if nothing else breaks out, Uncle Sam will spend some 25 
billion dollars a year on his Armed Forces for a long time to come. 


THE ADMINISTRATION seems to be making no preparations to do 
anything about wage and price controls; thinks that some taxes and credit 
controls, plus economy, can take care of the situation. 


LUMBERMEN ARE JITTERY over the possibility that high prices may 
bring on the pest of price control. But those who should know say lumber 
prices will decline rather than advance, before the year’s end. Controls in 
this industry are at least a possibility; which brings up the big argument 
of the industry in the capital. Should such controls, if they come, be given 
to old-line Federal agencies or handed over to special temporary agencies 
set up on an emergency basis? 


THE ARGUMENT against old-line outfits is that every one has its 
private pet projects which it’s always trying to promote. Some did bad 
jobs during the war, trying to use emergency powers for these secondary 
purposes. Better be thinking about it. If this industry is to be under a 
control agency, that agency should be manned and headed by the ablest 
people in the industry itself. Got candidates? Better think of some. 
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CAR SHORTAGE 


Industry leaders decry effects 
of shortage in face of demands 


R. A. Colgan, Jr., Executive Vice 
President, National Lumber Manu- 
facturers Association, Washington, 
D. C. states that “lumber manu- 
facturers, particularly in the West, 
are now suffering the worst rail- 
road car shortage the lumber in- 
dustry has ever known.” Mr. Colgan 
pointed out that this situation has 
resulted from the urgency of get- 
ting war materials to the Korean 
front. As an example of this con- 
dition, Mr. Colgan cited the fact 
that railroad cars from the Midwest 
and East going to West Coast ports 
with necessary war materiel are 
not being delayed even a few days 
for reloading. Empty cars are being 
returned to points where they can 
be loaded with needed supplies and 
sent back to the West Coast. 


According to H. V. Simpson, 
Executive Vice President, West 
Coast Lumberman’s Association, 
“the sizeable number of railroad 
cars now being taken out of com- 
mercial use has resulted in the fact 
that the West Coast lumber indus- 
try, which was already short of 
railroad cars, now has less than 


50% of the needed railroad cars 


to ship douglas fir lumber stocks 
on hand.” 


Considering the fact that more 
than 58% of the nation’s saw tim- 
ber is located in the western states 
and that West Coast lumber pro- 
duction alone is 4 billion board 
feet per week, the situation of 
being unable to transport this 
amount of needed lumber is rapidly 
resulting in an acute lumber supply 
situation. 


The railroads are doing what 
they can to remedy the present bad 
situation but little progress is 
being made. Undoubtedly much of 
the difficulty is due to the fact that 
there are 52,606 fewer railroad cars 
available to industry today than 
there were last year. Despite an- 
nounced plans for repair of many 
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Levitt 
floes it again 
for 1950 


°**ES-nails are cutting 
construction costs for us 
to the tune of $250,000 


th 
a year, says Alfred S. Levitt 


Cost-conscious, quality-conscious Lev- 
itt & Sons are making important sav- 
ings on every house by using gypsum 
siding for sheathing, instead of board- 
ing. ES-nails make these big savings 
possible. 

ES-nails are the first “POSITIVE 
LOCKING” nail to let you take full 
advantage of all the savings and con- 
struction advantages of non-wood 
sheathing—lower unit cost, faster ap- 
plication, less waste, real weather 
tightness. 

ES-nails are easy to apply. No spe- 
cial tools are required; use a regular 
shingling hatchet or carpenter’s ham- 
mer. They are self-locking, attaching 
wood or asbestos shingles directly to 
gypsum or insulation sheathing. They 
can be driven at any convenient point 
—no need to locate studs. 

For more information about the 
value of ES-nail construction—and the 
savings it will mean to you, call your 
supplier, or write: Elastic Stop Nut 
Corporation of America, 2330 Vaux- 
hall Road, Union, New Jersey. 


3 raaptmase il 
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PRODUCT OF 


Elastic Stop Nut 
Corporation of America 


Available through Johns-Manville Sales Corp., 
National Gypsum Co., Weather- 
best Corp., Creo-Dipt Co., Inc., 
Keasbey and Mattison Co., and 
American Stained Shingle Co. 








CERTIGRADE 
SHINGLES 







Approved by the Red Cedar 
Shingle Bureau, Seattle, Wash- 
ington, representing manufac- 
turers of Certigrade Shingles. 


@®Trade Mark Reg. U. S. Pat. Off. 





AS WE GO TO PRESS 


THE SENATE Finance Committee would add some three billion dollars 


a year to individual income taxes, beginning October first. The method 
would be the repealing of percentage reductions granted all taxpayers by 
the ’45 and the ’48 revenue acts. Senator George is by way of stalling off 
an excess profits tax until next year, at least. Business regards this tax as 
a tough bullet to chew. It usually causes more destruction than it produces 


in revenue. 






THE NRLDA is running a survey, for some Federal planning agencies, 


to determine retailers’ production and lumber storage facilities. The gov- 
ernment may want to store materials in selected areas. It’s said to be 


important. 


FLOORING is reported in short supply; due in part to the finishing of 
so many apartments and houses planned for occupancy by September first. 
There just isn’t enough, and prices are pretty stout. 


THE FINANCING MARKET for house construction is pretty good; but 
lenders want to be sure the builders have enough materials on hand to 
finish houses they start. This helps explain why the materials markets have 
been bought out and why prices have risen. 





cars now in unuseable condition 
and orders for an additional 100,- 
000 cars the fact stands that no 
more lumber can be made available 
to the public than can be shipped. 
An added complexity in the 
transportation picture has been the 
reduction in available steamships 
for carrying lumber from the West 
Coast to Atlantic ports. This has 
resulted in Eastern buyers turning 
to all-rail deliveries and has thrown 
an even greater load on the already 
overburdened rail lines. 


RECORD PRODUCTION 


Council head foresees adequate 
supplies for current building 


PRODUCTION of building ma- 
terials and equipment reached an 
all-time record level just before the 
new defense production program 
started, according to Charles M. 
Mortensen, managing director of 
the Producers’ Council. 

“Stimulated by the unparalleled 
production of housing and the high 
volume of public works, materials 
production in May of this year was 
67 per cent higher than the aver- 
age for 1939 and about 4 per cent 
greater than in October, 1948, the 
previous peak month,” Mr. Mor- 
tensen said. 

“The overall output has con- 
tinued at a high level since hos- 
tilities began in Korea and will 
remain near record levels until the 
building industry’s share of steel, 
copper, and other strategic ma- 
terials is cut back to meet the 
requirements of defense production. 

“As a result of the record- 
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breaking production of materials 
and equipment, there should be 
ample supplies to complete the large 
volume of housing and other con- 
struction now under way. 

“In addition, unless the pace of 
defense production is accelerated 
well beyond the present program, 
there will be enough of most ma- 
terials to carry on a volume of 
building which would have _ been 
considered large in any year except 
during the recent postwar period. 

“In the months to come the 
ability of manufacturers to meet 
the demand for building products 
will be determined, not by their 
capacity which is great, but by the 
available supply of raw materials 
and perhaps manpower.” 


WESTERN PINE 


Housing cutbacks would not cause 
industry to lose current demand 


Current market prospects indi- 
cate a ready demand for all lumber 
despite possible war-caused housing 
cutbacks, leading western pine lum- 
bermen were told at the closing 
session of the Western Pine Asso- 
ciation summer meeting in Spokane. 

More than 200 representatives of 
the $500 million pine industry 
heard W. E. Griffee of Portland, 
assistant secretary-manager, say 
that even though new housing 
starts are reduced as a result of 
tighter government credit policies, 
construction under way will not be 
finished until late in the fall. “At 
the same time,” he said, “the de- 
mand for fruit and vegetable shook 
is extremely urgent and heavy in- 
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here are 
casing dimensions 
for your builders > 


BOSTWICK METAL LATH ACCESSORIES 


When you whip this Bostwick folder out of 
your files you show your builders the exact casings you'd 
give them for any particular job. You show them with explicit 
pictures and dimensional line drawings. Then you put Bost- 
wick’s “beeline” service to work. Simply order direct from 
The Bostwick Steel Lath Company, and Bostwick executives 
guide your orders through the plant without red-tape delays. 

You'll get many extra money-making orders if you send 
for Bostwick’s free Metal Lath Accessories folder today. It 
shows not only casings, but all types corner bead, cornerite 
and base screed. Mail the coupon or write today. 


THE BOSTWICK STEEL LATH CO. 
| 100 HEATON AVE. . NILES, OHIO 


' Send me at no cost special folder on Casings 
and Metal Lath Accessories. 


Sawing Dealove Siner 1870 
THE BOSTWICK STEEL LATH COMPANY 3 
| 100 HEATON AVENUE - NILES, OHIO | — : a : 
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HI- HEMLOCK 
MEANS HIGHEST QUALITY 


Hi-Hemlock precision manufactured lumber comes from choice upland trees 
growing at altitude above 2,000’ on the slopes of the Cascade Mountains. Every 
stick of this strong, straight grained, tough fibered, lumber is carefully kiln dried 
and graded by skilled inspectors. Available in dimension, flooring, ceiling, 
siding, finish, shop, ladder stock and other standard items. 


Willamette Hi-Hemlock—Your best lumber buy! 


WILLAMETTE VALLEY LUMBER CO. 


DALLAS, OREGON 
3 Modern Mills 725,000 Feet Daily 






















GET ALL THE FACTS NOW ON 


“CONSTRUCTION 
BY ADHESION” 


So substantial are the savings in labor and 
material costs effected by applications of 
adhesives in the construction field, that all 


leading architects and progressive con- wy ne ged 


struction men are swinging to this modern siti i 
method for both new constructions and | wserme wun op 
modernization. ee ae 


sTPe. TROWELED 
councaevre-— 





Sell “Construction by Adhesion” 
Sell Miracle! WOOD STAR 

Miracle Black Magic Adhesive FOR TILE FLOORS STAIR TREADS 
Miracle Wallboard Cement 

Miracle Panel-Board Cement 
























Miracle White Caulking eric, Stites 
Miracle Plastic Underlayment MiRacie’ —— 
ADHESIVE 
You owe it to yourself to get the facts [vem momma | 
FREE today! See Miracle Exhibit, 101 Park Ave- 


Interesting, nue. Write for information and your free 
colorful brochure brochure 


A cng COUNTER TOPS PARTITIONS 
Write for your Meet us at the National Hardware Show — Booth 270. 


copy today! 


f 

















MIRACLE ADHESIVES CORP. 


Dept. AL8-26, 214 East 53rd Street + New York 22, N. Y. 
*Reg. U. S. Pat. Off. 
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lumber and gypsum are as much 


dustrial production requires a large 
volume of lumber, too.’’ 

Griffee was one of four speakers 
on the final program of the first 
industry-wide pine manufacturers 
meeting ever held here. Others 
were E. C. Olson of Spokane, assgo- 
ciation president; S. V. Fullaway, 
Jr., of Portland, secretary-manager, 
and Charles A. Leonard, chief of 
the St. Louis procurement office of 
the Corps of Engineers. 

Griffee said the industry as yet 
had no estimates of the govern- 
ment’s lumber requirements under 
the new mobilization program, 
“Certainly,” he declared, “it should 
not require the volume of lumber 
for troop and industrial housing 
that was used early in the last war, 
Much of that housing is still avail- 
able. Many of the shipyards and 
industrial plants also are being 
held on a standby basis.” 


MAPLE FLOORING 
Headquarters will be moved to 
Chicago for better direction 

After October 1, 1950, the head- 
quarters and offices of the Maple 
Flooring Manufacturers Associa- 
tion will be located in the Pure Oil 
Building, 35 E. Wacker Drive, 
Chicago, according to W. C. Abend- 
roth, Reed City, Michigan, presi- 
dent of the organization. 

The association, founded in Chi- 
cago in 1897, moved its offices to 
Oshkosh, Wisconsin, three years 
ago. “The group felt that the re 
turn to Chicago will provide a 
wider scope for association activi- 
ties,” Mr. Abendroth said. 

The Maple Flooring Manufac- 
turers Association is a national 
organization of Northern Hard- 
wood Flooring manufacturers, with 
mills in Illinois, Ohio, New York, 
Michigan and Wisconsin. 

In addition to Mr. Abendroth, 
the trustees of the group include: 
D. S. DeWitt, Oconto, Wisconsin; 
W. W. Gamble, Jr., White Lake, 
Wisconsin; W. D. Connor, Jr. 
Marshfield, Wisconsin; C. A. Brand, 
Chicago; C. B. Riddell, Tupper 
Lake, New York; and S. A. Wells, 
Menominee, Michigan. L. M. Clady, 
Secretary-Manager of the associa- 
tion will continue as_ executive 
officer at the new Chicago head- 
quarters. 


MARKETS 


Prices continue upward; materials 
generally are still easy to get 
ALTHOUGH prices are still 
going up and demand is greater 
than ever, production is so great 
that most materials are readily 
available. Spot shortages in cement, 
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® Here’s a true double-coverage, lock- 
down shingle that is locked in 4 places 
against even a hurricane! 


The lock is a part of the shingle itself 
—no metal clips. 


And the lock is flexible—provides 
for the expansion and contraction of 
the roof, and for movement of the 
roof deck. 


Each shingle locked in 4 places: 


The heaviest winds can’t lift these 
Barrett EVER-FAST{ Shingles, nor 
can they ever slide out of place. 


Only two nails for each shingle. 


All nails are concealed and protected 
from the weather—no rusting or 
staining. 

Extra large nailing area to insure nails 


| 
| 


being driven into roof-boards. 


Fewer shingles for your job—only 
111 to the square means faster 
application. 


The beautiful colors and blends of 
Barrett EVER-FAST{ Shingles —in 
plain and weathergrain finish—give a 
handsome appearance on the roof—' 
a balanced design that is architec- 
turally attractive. 


The shingles have a deep head-lap of 
314%”, and wide side-lap of 6” for 
greater protection. Fire-resistant, they 
carry Underwriters’ Class ‘‘C’’ Label. 
High rag-content felt gives greater 
tensile strength. Permits greater satu- 
ration. Makes for longer life. 


Phone, wire or write today for com- 
plete information. 








<— SPECIFICATIONS COLORS 

Plain Weathergrcia 
Size 20” x 20” Blue Black Greengrain 
Hez<-lap 3%” Deep Green Redgrain 
Shincles per Square 111 Deep Red Bluegrain 
Bun<les per Square 3 Slategrain 
ADp x. Weight per Square 235 lbs. aides a nie Browngrain 
Unc«-writers’ Label Class — + Trade Mark of Allied Chemical & Dye Corporation 
ae 
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EVER-FAST' SHINGLES 







a 4-point-locking 
shingle that gives 
100% DOUBLE 
coverage...and 
puts 3 thicknesses 
on 50% of the roof! 





THE BARRETT DIVISION 


Allied Chemical & Dye Corporation 
40 Rector Street, New York 6, N. Y. 
36th St. & Gray's Ferry Ave. 
Philadelphia 46, Pa. 

1327 Erie Street 
Birmingham 8, Alabama 
205 W. Wacker Drive 
Chicago 6, Ill. 











due to transportation shortages as 
any other reason, although gypsum 
lath production is strained to the 
utmost. 

It seems possible the current 
hesitation in the home building 
industry will permit manufacturers 
to stock pile enough to at least keep 
even with consumption through the 
rest of the building season. 


TACOMA The buying wave 
continues to dominate the lumber 
market, better grade construction 
items being in particular demand. 
Delivery, rather than price, is the 
controlling factor. The situation is 
attributed both to the nation-wide 
building boom and to a wave of 
scare buying that has been brought 
on by the war and a fearfulness 
that industry controls may be im- 
posed. Good weather conditions 
have helped production materially. 


Forest fires have been held to a 
minimum and this has enabled 
logging operators to keep. their 


output at near capacity. As a re- 
sult log supplies are accumulating 
steadily in dumps and booms. There 
is a scramble on the part of smaller 
mills to buy such logs as are avail- 
able and this is keeping prices at 
top levels. Interest is keen in such 
public owned timber as is being 
offered at auction, despite the high 
stumpage prices that prevail. The 
heavy rail movement has created 
something of a car shortage in 
certain areas, although carriers 
and shipping bodies are bending 
every effort to remedy the situa- 
tion. An interesting sidelight on 
the local importing situation was 
the visit here last week of Felix 
Gonzales, chief engineer for Ma- 
nila’s Nasipit Lumber Mills. 

Most of his time locally was 
spent with officials of the General 
Hardwood Company, which received 
262,000 feet of Philippine mahog- 
any from the firm during the week. 
Gonzales will go from here to 
Houston to see a ship his company 
recently purchased from a Nor- 
wegian firm to augment its ship- 
ping line of 14 vessels. 

SEATTLE — Cumulative effects 
of the long cold winter and the 
tremendous demand for lumber are 
revealed in the August 1 inventory 
of logs. On August 1, 1949, Pudget 
Sound had an inventory of 519 
million feet; this August 1 390 
million. Comparative figures for 
Columbia River are: 499 million 
and 297 million and for Grays Har- 
bor 104 million and 79 million. 
Totals for the three districts show 
356 million feet less logs than a 
year ago at a time when inventory 
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deficits should be lowered or wiped 
out, Winter operation of the mills 
may be curtailed if the inventory 
picture is not improved, 

Demand-prices -Competition and 
demand for logs is increasing. The 
fir market still is trying to meet the 
heavy domestic demand, Military 
needs are minor, consisting mostly 
of dunnage, It is understood some 
40,000,000 feet of dunnaye has been 
initially purchased. Industry heads 
express confidence in 
meet any war demands, Demand 
for shingles is very yreat. One 
shingle buyer commented: “Never 
saw anything like it; no one knows 
what the market is. Desperation 
marks the efforts of buyers.” 

Many prices change hourly. No. 
1 and 2 fir dimension had advanced 
$4.00 in a fortnight and boards 
$5.00. Only upper items have re- 
mained fairly steady. Log prices 
are going up. The Engleman Spruce 
market has become very active. 

The British Timber controller 
ordered between 10 and 15 million 
feet of lumber last April for Sep- 
tember shipment and these now 
cannot be supplied by the mills; the 
controller is trying to get lumber 
from Russia. Orders for 153 million 
standards or about 308 million feet 
have been placed with the Soviets. 
Britain is declared to have but 10 
per cent of the lumber she needs. 


DOUGLAS FIR 


Douglas fir sawmills are pointing 
for their greatest lumber produc- 
tion year in history. At the end of 
July, output from the region’s 1800 
mills had reached 5.775. billion 
board feet, five per cent more than 
for the same period in 1949. 

The 1950 lumber cut of Douglas 
fir should top the all-time record 
of 10.2 billion feet manufactured 
in 1929, barring unforeseen disrup- 
tions. 

Even in the face of a drastic 
freight car shortage, Douglas fir 
mills have shipped 6.080 billion 
board feet during the first 30 weeks 
of 1950, up nearly 650 million feet 
over the same period last year. 
Smith said Douglas fir mills were 
absorbing all government defense 
lumber needs in stride. This record 
output climaxes a steady, spectac- 
ular increase in production of 
lumber in this region since the 
relaxation of federal controls in 
1946. 

The weekly average of 
Coast lumber production in July 
was 184,871,000 b.f. or 112.7°% of 
the 1945-1949 average. Orders aver- 
aged 207,661,000 b.f.; shipments 
weekly averages 


ability to 


West 


176,977,000 bf. ; 
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for June were: 


production 206,077, 
DOO (125.6%, of the 1945-1949 aver. 
age); orders 212,197,000 b.f.; ship. 
ments 219,472,000 bf, 

Thirty weeks of 1950 cumulative 
production 5,775,026,000 b.f,; thirty 
weeks of 194%, 5,500,441,000 bf, 
thirty weeks of 1944, 5,570,433,000, 

Orders for thirty weeks of 1950 
breakdown as follows: rail 4,285, 
724,000 b.f.5 truck 279,044,000 bf,: 
domestic cargo 1,442,490,000 bf,: 
export 115,949,000 b.f.; local 387, 
505,000 bf. 

The industry's unfilled order file 
stood at 990,417,000 bf, at the end 
of July; gross stocks at 624,571- 
YOO bf, 


LUMBER—NATIONAL 

Lumber shipments of 414 mills 
reporting to the National Lumber 
Trade Barometer were 4.46 per cent 
below production for the week 
ending August 5, 1950. In the same 
week new orders of these mills 
were 14.1 per cent above produe- 
tion. Unfilled orders of the report- 
ing mills amounted to 66 per cent 
of stocks. For reporting softwood 
mills, unfilled orders were equiva- 
lent to 30 days’ production at the 
current rate, and gross stocks were 
equivalent to 43 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 


9.2 per cent above production; 
orders were 16.3 per cent above 
production. 


Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 70.0 
per cent above; shipments were 
61.3 per cent above; orders were 
97.5 per cent above. Compared to 
the corresponding week in 1949, 
production of reporting mills was 
22.9 per cent shipments 
were 20.2 per cent above; and new 
orders were 52.5 per cent above. 


WESTERN PINE 

91 mills reporting to the Western 
Pine Association for the week end- 
ing August 5, 1950, cut a total of 
81,277,000 feet, as compared to 
68,930,000 feet for the correspond- 
ing week a year ago. Orders during 
the week amounted to a total of 
74,672,000 feet, compared to 58- 
052,000 feet for the same week a 
year ago. Shipments for the period 
80,088,000 feet. A year ago they 
totaled 63,832,000 feet. Unfilled 
orders at the week's end totaled 
254,794,000 feet, as compared t0 
184,155,000 feet at the same time 
a year ago. Gross stocks on hand 
at the week's end amounted t0 
636,150,000 feet. A year ago gross 
stocks totaled 866,805,000 feet. 
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ILLUSTRATED 

is an Easi Bild® 
Pattern (No. 3), one 
of the hundreds of 
thousands your cus- 
tomers will buy and 
build from this year. 
They all specify 
Micarta Pre- bonded 
Panels. 








MICARTA:BONDED-T0-PLYWOOD 


, 
/ 
/ 


ere’s the “Miracle” for him... 


J A SURFACE ALMOST INDESTRUCTIBLE 


Micarta is the plastic top material for counters, sinks or furniture that dares you to 
scratch, dent, chip or stain it...or even to burn it with a cigarette. 


@ A BEAUTY THAT'S GLAMOROUS 


Micarta’s super-smooth, lustrous surface glows in 42 colors — decorator pastels, bril- 
liant patterns, or true wood veneers. 


a HE CAN MAKE IT HIMSELF 
With Pre-bonded Micarta the home hobbyist (and your small carpenter, contractor 
/ and builder) has a panel he can work just like plywood — saw, trim, plane and drill 
! with hand or power tools — easily installed anywhere. 
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re’s the “Miracle” for you... 


y NEW SIZES OPEN UP NEW MARKETS 
Pre-bonded Micarta on Weldwood® Plywood is now available in 4%” panels in sizes 
24” x 96”, 30” x 60”, 30” x 96”, 48” x 96”. These sizes drastically reduce waste for 
the millions of 1-piece buyers — and put Micarta within their reach. 


2D NEW DISPLAY DEAL BIG SELLING IDEA 


To help you introduce this idea to your customers quickly we offer a unique counter 
display that instantly shows them the beauty of Micarta — in the colors YOU will sell. 


3B BIG NEW AD PUSH PROMOTES FOR YOU 
Ads in The Saturday Evening Post, Good Housekeeping, Popular Mechanics, Popular 
Science, etc. are developing this huge market. Look into its enormous potential now. 


Discover MMICARTA yourself ... xzaz/ 


* Guaranteed by 
Good Housekeeping 
.) 
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UNITED STATES PLYWOOD CORPORATION A. L. 8-26-50 
55 West 44th Street, New York 18, N. Y. 









Please send me free sample and full information on MICARTA. 





manufactureg b NAME 


y 
COMPANY — —s 
WESTINGHOy., 
ADDRESS man 








Sold for decorative purposes only by mI 
STATES ptywooo COR? city STATE 


ond U.S.-MENGEL PLYWOODS, INC. 
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Production 


by the 115 mills reporting to the 
Southern Pine Association for the 
week ending August 5, 1950, totaled 
18,650,000, as compared to a three 
years’ average of 19,420,000 feet. 
Orders during the 


SOUTHERN PINE 


week totaled 


20,678,000 feet, or 6.48 per cent 
above the three year average. Ship- 
ments during the week amounted 
to 21,791,000 feet, or 12.21 per cent 
above the three year average. 
Orders on hand decreased 1,113,000 
feet, or 1.35 per cent, during the 
week. 





The LUMBER MARKET 


The following index is intended merely as a check on bu uying practices. It is 


a compilation and average of mill prices at press time an 


should not be con- 


sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


1x4 


Flat Grain Flooring 


Drop Siding 


1x6 (Pat. #106). 
1x6 (Pat. #116). 


Ceiling 
i ee er 
oo ee eer err 
Boards and Shiplap 
(zreen) 1x6 
mo. t ..s F6.00 
No. 2... 70.00 


No. 3 ... 66.00 


No. 1 Dimension 


12’ 14’ 
2x 4 .89.50 89.50 
2x 6 .88.00 88.00 
2x 8 .88.00 88.00 
2x10 .88.00 88.00 
2x12 .87.00 87.00 


No. 2 Dimension 


2x 4 .82.50 82.5 
2x 6 .81.50 81.50 
2x 8 .81.00 81.00 
2x10 .81.00 81.00 
2x12 .79.50 79.50 


No. 3 Dimension R/L Only 


2x 4 .69.00 
2x 6 .67.50 
2x 8 .67.50 
2x10 .67.50 
2x12 .57.00 


(Add 8-10 for ‘dry 


sro 


No. 1 Dimension 
12’ 


SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. Cc D 
PRG Wed siieawee aus 190.00 180.00 135.00 
Flat Grain epee, 
BE seats vneviews 170.00 160.00 125.00 
BU. Reteitsackiotcaerd 170.00 160.00 125.00 
Drop Siding 


1x6 (Pat. #106).170.00 160.00 125.00 
1x6 (Pat. #116).170.00 160.00 125.00 
Ceiling 
Bee eee 155.00 145.00 110.00 
BE) Minaia Weed ice erated ) uasteia) “Gaeae 
Boards and 
Shiplap 1x6 1x8 1x10 1x12 
No. 1 ...120.00 120.00 120.00 130.00 
ee, 3 ose Baeee 82.00 82.00 82.00 
No. 3 ..«-+ €4.00 74.00 74.00 74.00 


14’ 16’ 18’ 20’ 
2x 4. 85.00 87.00 91.00 94.00 94.00 
2x 6. 85.00 87.00 91.00 94.00 94.00 
2x 8. 85.00 87.00 91.00 97.00 97.00 
2x10. 92.00 92.00 92.00 97.00 97.00 
2x12.100.00 100.00 101.00 104.00 104.00 


No. 2 Dimension 


2x 4. 77.00 81.00 83.00 86.00 86.00 
2x 6. 74.00 76.00 77.00 80.00 80.00 


2x10. 83.00 84.00 83.00 86.00 86.00 
2x12. 88.00 88.00 88.00 88.00 88.00 


No. 3 Dimension duete _— 
0 








WESTERN PINES 


PONDEROSA PINE 


Selects 


S2 or 48 4/4 RW 
9RF 


C&Btr. RL 


Commons, 
S2 or 48 


Se aa 
BEGe SOM vcevens 


Trim 1x4 


Uppers RL. .:... 


No. 1 RL 
No. 2 RL 


Idaho White Pine 
Selects, S2 
or 48 1x4 







Commons, S82 or 48 
i: -sates-sakekea 


— Rietengarsycee 134.00 118.00 


Sugar Pine Selects 
S2 or 48S 4/4 RW 
B&Btr. RL ..285.00 
+o) ee 
a? BEES 60cc stan 255.00 
—— * S28 No. 
/4 


5/4 RW 6/4 RW 


No. 3 6&Wdr 


Cabtr. Rls. wes 


2x 4. 57. 

2x 6. 54.00 

2x 8. 54.00 

2x10. 54.00 

2x12. 55.00 

REDWOOD 
Finish 

226 ABBtr. SWMIBE «...ccicccses 120.00 
TeES Meet. BIGIME oc ccsctcenee 150.00 
XS BEBE. BIGINE 2. ccsgeccccce 185.00 
ES © Drees EE. 6.8 bcscwkveenes 170.00 
ee oy Ser er eee 180.00 
ee es Ae eer 195.00 
pt eT A Ae ere 210.00 
pe kt ge Ae ree 220.00 


Prices for red cedar siding in mixed 


cars, new building, 6 to 18’ are: 


Beveled Siding, % Inch 
Clear = — 


OD gceataceractaeere 85.00 83.00 70.00 

Se 120.00 118.00 88.00 

SO eee er 155.00 143.00 120.00 

een 185.00 173.00 1320.00 
Clear Bungalow Siding, % inch 
ere 210.00 198.00 160.00 

Se QE wctcwsaeen 230.00 218.00 175.00 

De Se Get eanenine 230.00 228.00 165.00 
Finish, B and Better S2 or 4S, 

6-16’ or Rough 

SEE. nuwaseounsees 145.00 165.00 

BE. Ncweekeeeemae if naa 

BES é vseeveccae ms if ee 

Ceiling or Flooring B and Btr., 9-16’ 

B&Btr. Cc D 
ree 100.00 97.00 85.00 
DUE add deel alearcewan 100.00 97.00 85.00 





5/4 RW 6/4 RW 


RED CEDAR SHINGLES 





Royals 
eg | RE paren Come er a 20.00 
ET OW SEE aha: ay. oie piso. ae alah @etae 12.00 
SN oes eiiaiel Gal usa alae aneelech arn ens 8.00 
Perfections 
ao ge > Oe ee ee eer 16.00 
a. . es ee area 8.50 
TT te) SS eee 5.00 
XXXXX 
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ENGLEMAN SPRUCE 


Boards and 
Shiplap 1x6 1x8 1x10 1x12 
No. 2&Btr. ..94.00 92.00 92.00 93.00 
No. 3&Btr. ..78.00 81.00 81.00 86.00 
No. 1 Dimension 
12’ 1 16’ 18’ 20’ 
2x4 ..88.00 88.00 88.00 88.00 8&8.00 
2x6 ..88.00 88.00 88.00 88.00 88.00 
2x8 ..88.00 88.00 88.00 88.00 88.00 
2x10 .89.00 89.00. 89.00 89.00 85.00 
2x12 .86.00 86.00 86.00 87.00 87.00 
No. 2 Dimension 
2x4 ..80.00 80.00 80.00 82.00 82.06 
2x6 ..79.00 79.00 79.00 80.00 0.00 
2x8 ..79.00 79.00 79.00 80.00 80.00 
2x10 79. 00 79.00 79.00 80.00 80.00 
2x12 .79.00 79.00 79.00 80.00 80.00 
(Boards graded No. 1, 2, 3 at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sepa- 
rately as in fir.) 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. Cc D 
0 SBP re 145.00 140.00 105.00 

| on Grain Flooring 

ert 120.00 115.00 95.00 

BI. caida Gnd c Kee Ke 135.00 130.00 100.00 
Drop Siding 

1x6 (Pat #106).148.00 135.00 1196.00 

1x6 (Pat. #116).148.00 135.00 110.00 
Ceiling 


J) a 105.00 100.00 60.00 
a en rae 120.00 115.00 70.00 
Boards and Shiplap 
(dry) 1x6 1x8 1x10 1x12 
NO: £ ice Bee 81.00 81.00 81.00 
No. 2... 76.00 76.00 76.00 76.00 
No. 3 70.00 70.00 70.00 70.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 .94.50 94.50 94.50 94.50 94.50 
2x 6 .94.50 94.50 94.50 94.50 94.50 
2x & .92.00 92.00 92.00 92.00 92.00 
2x10 .92.00 92.00 92.00 92.00 92.00 
2x12 .88.00 88.00 88.00 88.00 88.00 
No. 2 Dimension 
2x 4 .90.00 90.00 90.00 90.00 90.00 
2x 6 .88.00 88.00 88.00 88.00 88.00 
2x § .88.00 88.00 88.00 88.00 88.00 
2x10 .87.00 87.00 87.00 87.00 87.00 
2x12 .86.00 86.00 86.00 86.00 86.00 
No. 3 Dimension deol — 
2x 4 .65.00 
2x 6 .64.00 
2x & .63.00 
2x10 .60.00 
2x12 .60.00 





OAK FLOORING 


Clear Pin #%x2% #x1% %x2 %xl% 
White ..230.00 200.00 180.00 170.00 
Red ....230.00 200.00 180.00 170.00 

Sel Plain 
White ..200.00 180.00 160.00 145.00 
Red ....200.00 180.00 160.00 145.00 

#1 Com. 

White ..175.00 150.00 140.00 125.00 
Red ....175.00 150.00 140.00 125.00 

#2 Mixed 

15” Shorts.95.00 70.00 70.00 60.00 


Btr. ....120.00 90.00 80.00 65.00 
#2 Com. .. 80.00 60.00 50.00 35.00 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, to 18’ are: 
Beveled Siding, % Inch 


Clear ST “— 

et ee 85.00 83.00 70.00 
Mees BWICR 2.2.05 120.00 118.00 88.00 
2x6 ere 155.00 143.00 120.00 
36xz8 Inch ...... 185.00 173.00 130.00 

Clear Bungalow mr %4 Inch 

eee 210.0 198.00 160.00 

BO BM: 6.000063 330.00 218.00 175.00 
tS eee 230.00 228.00 165.00 


Finish, B and Btr. S28 or 4S, 
6-16’ or rough 
1x 8 -1 
A ogc otibara ae bee atelecbhe eon werers 175. 06 
5.0 
1 





ee: awa abou meters 100. 00 97-00 85.00 
Discount on mouldings, 6-20’ odd 
lengths. 
Series 8,000— a 
Listing under $4.00—list plus 125 per 


cent. 
Listing $4.00 and over—list plus 130 
per cent. 
Clear amen = tee 4 to 16’ 
0 Lin. Feet 


ee 
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“ 


3.00 
56.00 


20’ 
5.00 
S.00 
5.00 
00 
7.00 


2.00 
0.00 
0.00 
0.00 
0.00 

flat 
lills 

pa- 


—— 


D 
00 


5.00 
10.00 


0.00 
0.00 


0.00 
0.00 


x12 

1.00 
6.00 
0.00 


20’ 

4.50 
4.50 
2.00 
2.00 
8.00 


0.00 
8.00 
8.00 
7.00 
6.00 


B” 
00 
00 
).00 
».00 


).00 
00 
00 


to 


For Light 
Construction work 





10 WAYS BETTER 


THAN THE 4 OTHER 


LEADING MAKES 


Ford Trucking Costs Less Because= 


FORD TRUCKS 
LAST LONGER 


Using latest registration data on 6,592,000 trucks, 
life insurance experts prove Ford Trucks last longer! 


UILDING Propucts MERCHANDISER 


























6% -ft. Ford F-1 Pickup shown here. G.V.W. rating—4,700 Ibs. Body 
capacity—45 cu. ft. Payload 1,480 Ibs. Available with 95-h.p. Six or 





100-h. p. V-8. One of over 175 models including 145-h.p. Big Jobs. 


@ You get so many extra values at 
no extra cost in the Ford F-1 Pickup. 
There isn’t another full-size Pickup 
that carries a lower list price than the 
6-cylinder Ford. And it’s 10 ways 
better than the 4 other leading makes. 


1. Lowest loading height (24 inches). 

2. Up to 15% greater frame section 
modulus. 

3. Up to 18% more brake lining area. 

4. 10” Gyro-Grip clutch with needle 
bearing release levers. 

5. Lighter curb weight—only 3,220 Ibs. 

6. Higher net torque. 

7. Higher compression ratio. 

&. Oil filter (standard). 

9. One-quart oil bath air cleaner 
(standard). 

10. “Million-dollar” Cab for extra driver 
comfort, roominess and safety. 


a ee ae ae 


\mericas No.| Economy Pickup 


Truck users are switching to Ford 
Trucks for extra value. That’s why 
Ford Trucks are currently making the 
industry’s biggest sales gains. 

Switch to Ford—America’s No. 1 
Truck Value. Over 175 models to fit 
your job—95-h.p. Pickups to 145- 
h.p. Big Jobs. Ford’s the only truck 
in America that gives you a choice of 
6-cylinder or V-8 power. 


xk k kk 


For bigger, heavier loads, choose 
the 8-ft. long, 54-in. wide Ex- 
press body, available on Ford 
Series F-2 rated up to 5,700 Ibs. 
G.V.W., and Series F-3 rated up 
to 6,800 Ibs., 122-in. wheelbase. 


MAIL THIS COUPON TODAY! 


FORD Division of FORD MOTOR COMPANY 
3270 Schaefer Rd., Dearborn, Mich. 


Send me without charge or obligation, detail 
specifications on Ford Trucks for 1950. 











FULL LINE [] HEAVY DUTY MODELS [] 
LIGHT MODELS [] EXTRA HEAVY DUTY MODELS [] 
Name - 
(Please print plainly) 
Address. 
City Zone____State. 
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CONTROL POWERS: Still too early, at this writ- 
ing, to get definite about details and dates. The 
President's economic advisers at first suggested 
that he hold back from asking all-out curbs. But 
things happened fast, the pressure from the people 
at home upon Congress got too tough for the law- 
makers to take, and a lot of authority over the 
economy is being placed in Mr. Truman's hands. 
It is more than he asked; possibly more than he 
wanted. 

THESE POWERS will be used sooner or later. No 
use throwing pessimistic fits about it; but the fact 
is that a chain reaction is in progress, and no mat- 
ter what turn the Korean trouble takes this country 
is committed to the business of rearmament for the 
purpose of containing Communism. This means at 
once a partial, and maybe in time a complete, mili- 
tary and economic mobilization. Korea has been a 
jarring punch in the puss. 

AUTHORITIES: The President asked blanket allo- 
cation and priority powers; also the right to requi- 
sition materials, supplies, equipment and industrial 
facilities. He wanted to have authority, by means 
of guaranteed loans, to expand defense plants. He 
asked for control of all credit, including private real 
estate credit. He did not ask for price or wage 
controls. 

WAGES AND PRICES: These matters have started 
a big argument, in and out of Congress. The ques- 
tion seems to be how and when—not if—they are 
to be controlled. Some Congressmen think, if it 
were left to him, the President might not drop the 
boom on prices until they roared out of sight; and 
that he’d then leave wages alone until they caught 
up. It now seems fairly certain that wage and price 
controls will latch on simultaneously. 

THE PUBLIC has been out ahead of the politi- 
cians in asking for these controls. Here’s a state- 
ment by C. B. Sweet, President of the National Re- 
tail Lumber Dealers Association: “If consumers 
continue to hoard, if business tries to accumulate 
excessive inventories, if prices rise too far or too 
fast—all-out controls are inescapable. It is my per- 
sonal belief that nothing but all out controls will 
do the job...” 


HOUSING: There appears to be no slacking at 
present in the demand for houses. Credit restric- 
tions imposed in July seem to have made no differ- 
ence; and in fact a good many dealers had already 
tightened their credits. It's true that the President's 
restrictions did scare some buyers out of the mar- 
ket; but they seem to have brought an equal num- 
ber into the market, to get ahead of possible 
complete credit and materials freezes. 
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WASHINGTON 


CALENDAR 


LUMBER PRICES: They've been going up; some 
of them ai little, others a lot. Reports from the 
Northwest are that finish grades of softwoods have 
advanced by $45 or so a thousand. There’s some 
bafflement about these advances. For one thing, 
lumber production is high; and in fact some in- 
dustry leaders who specialize in knowing these 
things have estimated the lumber production for 
1950 at 37 billion feet or even more. That's a lot 
of lumber. 


MILITARY BUYING: Army Engineers have bought 
30 million feet of low-grade boards for dunnage; 
mostly in the Northwest. That's 13 million feet over 
normal purchases. They've bought 10 million feet 
of timbers, to be used in bracing tanks and ar 
tillery in the holds of ships. General Pick, Chief of 
Engineers, says that lumber requirements for all 
the Armed Services, from now until next June 30, 
will not exceed one and a half billion feet. 

CIVILIAN DEMAND, then, is taking the lumber. 
Some Association executives in Washington ex- 
plain it by saying that builders who previously had 
kept only a couple of days’ supply of building ma- 
terials ahead got uneasy and, where they could 
do it, bought all at once enough to finish all the 
houses they had going. If this is the case, as it 
seems to be, then the big upward bulge in lumber 
buying ought to subside before too long. 

PRICE CONTROLS: Big mills are worried about 
high lumber prices; and these producers say the 
surest way of bringing on price controls is the prac- 
tice of getting the fat money while its going. But 
the chances are that when and if military lumber 
buying increases in a big way, civilian buying will 
be slacking off. There are reasons, other than 
credit controls or allocations, pointing to this slow 
decline on civilian buying later in the year. So 
better watch the signs. 

MILITARY INDUCTION: It's pretty sure that a lot 
of men, those in the reserve and those of military 
age, will get into the Armed Services before the 
end of the year. They're not going to be home- 
owning candidates; not for some time. It’s pretty 
sure that a good many workers will be shifted to 
other localities, as the military supply production 
program gets up speed. They'll not be building, 
either. Sure enough, it may mean expanded public 
housing! 

EMPLOYMENT SERVICE: Government employ- 
ment experts, worried by the scramble for man- 
power, ask employers to use State employment 
services. It may become an order! There's rising 
demand for workers in some 50 occupations, ac- 
cording to the Labor Department. 
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When war strikes and the casualty lists include 
our relatives, friends and neighbors, we turn to 
thoughts of our obligations and responsibilities. 


Seldom have we achieved the unity in America 
that we did after Pearl Harbor. Now that our 
young people are again risking death and injury 
in carrying the torch of Liberty, we at home are 
examining our consciences, our minds and hearts 
for the contribution we can individually make. 


We jealously honor and guard our Bill of Rights. 
Isn’t it time that we accept the reality that 
Rights are effects rather than causes? Rights 


Editorial 


A BILL OF DUTIES--for Americans 


are the reward for responsibility exercised. As 
a matter of fact, our founding fathers who gave 
us the Bill of Rights acknowledged and imple- 
mented this principle. 


But we have forgotten the seed in our concern 
for the fruit. Isn’t it time that we Atomic Age 
Americans who are fighting for survival set up 
and implement a Bill of Duties for the American 
Citizen as a vehicle for maintaining and sustain- 
ing our Bill of Rights? 


Appended is a Bill of Duties for the Citizens of 
the Atomic Age. 





franchise to vote 





A Bill of Duties for the Citizens of the Atomic Age 


I To know and obey the Laws of the Land 
Il To convert or expose subversion 


IIl To be informed on the issues of the day and consistently exercise the 


IV To resist unwarranted political encroachments on Freedom 
V_ To work or fight in time of war 
VI_ To serve, to sell, to spend, to save, to share 

VIL To avoid greed, gouging and exploitation of others 

VIIL To curb waste and wasteful practices 


IX To cooperate voluntarily with others, thus avoiding more laws which 
will further restrict freedoms 


X To activate faith and trust in Divine Providence by maintaining high 
moral principles in economic, social and political relations with others. 








This is the code of conduct built upon both spir- 
itual and moral values. 


These are some of the basic principles we should 
cling to in an all-out defense effort. 


In its day by day selling job, Business Manage- 
ment must interpret these fundamentals in the 
specific selling of such practical measures as: 
the avoidance of hoarding, the elimination of 
‘lack markets, the curbing of rackets and rack- 
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eteering, voting in both primaries and general 
elections, full payment of the universal tax load, 
buying Government Bonds, sharing our produc- 
tion with other United Nations, etc. 


We welcome suggestions from our readers to 
improve this list of duties. 


sett Food 
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have reached a surprising volume. 


New store 44 new products eguals 


new customers 






KEY members of the operating personnel of the new store, left 
to right: C. S. Weber, cashier; Harold C. Harbaugh, store 
manager; Vernon Acton, hardware; Gene May, salesman; James 
Windett, yard foreman; Carl R. Linden, assistant manager. 





POWER TOOLS for hobbyists, homeowner, farmers and repair- 
men, together with accessories, are featured in this smart-look- 
ing display. 
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CUSTOMERS must pass several islands of impulse merchan- 
dise before they can reach the consumer counter. Pickup sales 








INTERIOR is finished in knotty pine with contrasting timber 
joists for ceiling support. Fluorescent lights are supplemented 
by two rows of swivel-jointed spot lights. 





Manager of Hill-Behan’s newest store used 
to sell lumber and that’s about all; he’s happy 
to discover that women are a big buying 
factor in his new buildings materials mar 



















ONSUMER BUSINESS is wonderful! 

Those are pretty strong words for a retail lum- 
berman who, up until three months ago, sold nothing 
but basic building materials—lumber, roofing, fencing, 
inculation, ete. Yet that is how Harold C. Harbaugh, 
manager of the new Hill-Behan store in North Aurora, 
Ill., feels about the widely expanded lines he is now 
selling. 

Just to mention a few of the dozens of products 
found in the builders’ department store (32x82): 
hobby tools, lawn and garden equipment, children’s 
playground equipment, wall coverings, houseware 
items, small electrical fixtures, light appliances. 
Practically every item that the home owner will need 
is found in the new store which opened in April. 

Women are doing a lot of the shopping in the new 
store, says Mr. Harbaugh. Lawn and garden equip- 
ment— trellises, pergolas, pick-up carts and orna- 
mental lawn fencing—began to move right away after 
the store opened. And the housewife in many cases 
was the customer. The housewife, as one of the most 
important factors in the builders’ store today, is an 
eye-opener to Mr. Harbaugh, who in his 35 years 4s 
a retail lumberman in the area was accustomed to 
selling men, not women. 

The new store, a unit of the Fox River Division of 
Hill-Behan and its 17th retail outlet, is located in 4 
good spot to secure consumer traffic. It has a 250-foo! 
all-glass frontage on Illinois Highway 31. The traffic 
count at this spot some years ago was one car pel 
minute from 6:30 a.m. to 11 p.m. 

Not only is the store situated in an ideal spot t 
secure consumer business, but the customer entering 
the store is bound to pass several islands of attractive 
merchandise before he can reach the consumer counter!, 
even though this counter is located toward the front 
of the store. A dozen islands, which can be spotlighted 
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by two rows of swivel-jointed ceiling lights, display a 


S wide variety of consumer merchandise. The store has 


a ful! basement with furnace heating equipment. 
The store leads directly to the double-decked finished 
lumber shed, which has a capacity of approximately 
750,000 square feet. The dimension shed (42x240) is 
adjacent to the railroad siding. Altogether, the new 
Hill-Behan enterprise occupies about two acres. This 
includes a parking area (250x60) of crushed stone. 
Although a direct bid is made for consumer busi- 
ness, the contractor is also serviced speedily and 
efficiently. Trucking equipment includes six trailer 
units, four flat deck, two van, and two tractors, making 


TRUCKING EQUIPMENT, right, in- 
cludes six trailer units—four flat deck, 
two van and two tractors. Note combina- 
tion load in background made up ready 
for delivery. 


NEWSPAPER DISPLAY advertising, be- 
low, is an important link in the firm’s 
consistent advertising program. 
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CLOSEUP of lawn and garden equip- 
ment, above, effectively displayed where 
every shopper can see it. Overhang af- 
fords weather protection. 


TRAFFIC passes this Hill-Behan store, 
left, at the rate of more than one car 
per minute. The store’s parking area of 
crushed stone is 250x60. 


it possible to make up combination loads ahead of time. 

As an additional incentive to secure consumer busi- 
ness, the store has conducted a cash contest with prizes 
going to employes selling the most Title I business in 
one month. Two banks in the area cooperate by pro- 
viding two-hour service on Title I applications. 

An additional service for the home owner is provided 
in the form of rental equipment—sanding equipment, 
staplers, post hole diggers, two-wheel trailers, etc. 
The front of the store is floodlighted every night and 
on Friday night the store is open until 9 p.m. The new 
store is taking sizeable display ads in The Aurora 
Beacon-News. It started a list of direct mail customers 
by registering visitors during the three-day opening 
ceremonies, when $300 in door prizes were given away. 
A red cedar seedling was given away with each 
purchase. 

Mr. Harbaugh, who has been a lumberman in the 
Fox River Valley for 35 years, sold out because of ill 
health during the war. He became associated with 
the Hill-Behan organization this past year. The store 
salesmen have not had previous experience selling 
building materials, but Mr. Harbaugh regards this 
as more of an advantage than disadvantage, since each 
man can be properly trained for the job ahead. 
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“Specials” build night traffic 


for Connecticut firm 
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Il 
OST EVERY DEALER in the siale 

large towns stays open at 

least one night a week. But how 

many offer some special inducement 

to attract new customers or bring 

back old ones for these night open- 
ings? 





Capitol City Lumber Co., Hart- 
ford, Conn. sometimes has more 
customers than it can handle on 
Wednesday nights as the result of 
its specials. These specials are re- 
stricted to one item, which is sold CUSTOMERS! 
only between the hours of 7 and 9 
p.m. The item is marked low 
enough to be really enticing. 


For example, 100 picnic tables 
which ordinarily retail for $71.50 
apiece were sold for $59.50 as a 
Wednesday night special; 100- 
pound bags of fertilizer were sold 
at $2.75 instead of the customary 
$3.75; galvanized ash cans with 
covers sold for $2.49 instead of 


HEADQUARTERS of the Capitol City 


Lumber Co., Hartford, Conn. 


WARE 
fork lif 


house ¢€ 


idea they can expect almost any- 
thing in the way of a bargain 
here.” 







Not every Wednesday night is 
a bargain night, but there are 
enough to keep bargain hunters 
looking for Capitol ads. Specials 
are advertised the Sunday previous 
and the morning of the sale. Spe- 
cial discounts are another Capitol 
feature. Shoppers who take their 
purchase with them are allowed a 
3 percent discount. If they pay 





















$3.90. SPECIAL PARKING AREA is available  ©@8h when they buy, or have an ac 
Other specials have included for Capitol City customers. Parking lot count and pay before the 10th of 
overhead garage doors, flagstone signs read “On all our stuff from —_ the month following delivery, they 
1 y to sash, 3% carry . . . 5% cash”; “Wed- are allowed an additional 5 percent. 

and sash cord. A sale of snow shov- nesday nights ... rain or shine . .. open ii - . Pp 
els in June proved sensational. Not here 7 to 9.” Capitol City Lumber Co. guaran- 






only was every shovel sold, but the tees everything it sells. If not sat- 


off-season sale resulted in free sale of lawn mowers in February,” isfied with an item, the customer 
newspaper publicity for Capitol. says Elliot I. Bryant, treasurer. can exchange it or get his money 
“We’re seriously thinking of a “We like to give home owners the back. 
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CCL SPECIAL TONIGHT 7 to 9 All 

CCL SPECIAL a house 

SASH CORD Ash Can with Cover Mees 

7 to 9 TONIGHT ~ Sturdy and durable. Hot dipped. Holds Activ 

Good sash cord is always handy to have around because of its 20 gallons. 2 ft. high, 18 in. _ a ho throu 

many uses. We're offering it at a big reduction tonight only. at bottom. Leakproof and i — tse Fo. 
On top of that you get discounts of 5% for carry and 3% phone, mail or advance orders, Bs k - Lurr 
for cash. No phone, mail, or advance orders please. 2 to a customer. Sale limited te ane ‘ mea 
Regular price $2.25 per 100 ft. hank hand. 5% cash and 3% carry discounts and 
7 to 9 Tonight—Only $1.49 per hank Reg. $3.90 sect j 
CAPITOL CITY LUMBER CO. tee eer “OE ae. 
1400 Park Street, Hartford CA i O CITY LUMBER co wer 
PITOL . rear 
ADS like these pull hundreds of customers to the Capitol City 1400 Park Street, Hartford that 

Lumber Co. for its Wednesday night specials. 

Bun 
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OPEN FRONT and ample parking facilities are features of the 
new Wright-Bachman store in Charleston, W. Va. 


WAREHOUSE floor is hard paved for easy maneuvering of 
fork lift trucks. All building materials are stored in the ware- 
house except tile and timbers. 


Store-warehouse 
unit designed 
for efficiency 


New Wright-Bachman enterprise in 
West Virginia laid out to cut materials 
handling time 


STORE AND WAREHOUSE is combined in one 

init in the new Wright-Bachman Lumber Co. 
store in Charleston, W. Va. The warehousing setup is 
an interesting feature of the layout. 
_ All types of materials are stored in the single ware- 
house—finished lumber, hardboards, nails, etc. In fact 
every item is stored indoors except tile and timbers. 
Act ities in the entire warehouse can be viewed 
through the second-story office windows. 

Fork-lift equipment is used inside the warehouse. 
Lumber will be slid into the bins from the truck by 
meas of rollers. Millwork is stored above the lumber 
and molding racks. Stairways lead to this storage 
section, but the customary catwalks for upper lumber 
storage have been eliminated; instead the lumber bins 
were made 20 feet deep, thus leaving an aisle in the 
rear of the lumber piles, reached by the same stairs 
that customers use to reach the millwork storage. 
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ROBERT BRIGGS, 
manager and vice- 
president, at his 
desk with salesman 
Amos Waddell 
talking on the 
phone. Activities in 
both warehouse 
and store can be 
seen from windows 
in this office. 


Yi YY YY, BY 
AN OgH)”- Why /Y-"yt 


ENTRANCE into the warehouse is made directly from the 
store. The entire warehouse may be seen from the second-story 
offices. 





BAD WEATHER did not prevent a crowd of over 1,000 people 
from attending the store opening. Newspaper and radio adver- 
tising helped provide the buildup. 


More than 1,000 people attended the store opening 
last December 10 despite rain and snow throughout 
the day. Newspaper and radio advertising and one- 
day specials helped draw the crowd. 


Many building materials have been used for dis- 
play purposes in the construction of the new store. 
The store is floored with several grades of oak floor- 
ing. The rear wall is paneled in both Ponderosa Pine 
and White Pine. The end walls and front walls around 
the show windows are plastered. To shorten the ap- 
pearance of the long, somewhat narrow salesroom, 
the end walls were painted a dark green while the 
front wall was painted yellow to make the room ap- 
pear deeper. 


The new store is managed by Robert Briggs. Other 
Wright-Bachman operations are located at Charles- 
ton, W. Va., and Forest City, N. C. 
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MILLWORK. DISPLAY is located at left of entrance. 
® Mantel is made in Osterhage shop while window unit 
display is furnished by national manufacturer. Sufficient space 


is left for easy inspection. 


Consumers-contractors buy here 


Long-range planning prepares Vincennes, 
Indiana yard for future business demands. 
Display store attracts consumer customer. 
Yard plan and new mill makes it easy to give 
contractors best possible service. 


Osterhage Lumber Company does an ex- 
cellent job glamorizing building materials 
while operating a sound, profitable business. 


C ULMINATING fifty years of 

growth, with rapid expansion 
in the last fifteen years, Osterhage 
Lumber Company in Vincennes, 
Indiana, recently opened a new 
consumer store that makes it easy 
for the homeowner and builder to 
shop and buy. 

A newly adopted slogan — The 
Home Builder’s Department Store 
—aptly tells the purpose of the 
remodeled building. 


Visual presentation of building 
materials handled was the guide in 
designing the whole store, as well 
as the individual displays. 

The company has consciously 
stuck primarly to basic building 
materials. Plumbing supplies are 
one place where they have gone 
beyond the strict bounds of the 
lumber dealer. Other items are 
small traffic builders such as hand 
tools, cleaners, light oils and other 





MODEL KITCHEN is at left, rear. Display is completely 

® finished even to operating window which opens outside, 

Idea books and scale model planning kit are kept handy to help 
sell new prospects. 


accommodation items. 

Plumbing materials have worke( 
out well in this particular circum. 
stance. 

With the main emphasis concen- 
trated on basic building materials— 
and with some closely allied traffic 
builders filling in the background— 
the store does an excellent job of 
promoting the idea and spirit of 
building. In fact, the displays are 
so bright and forthright the store 
does an excellent job of glamoriz- 
ing building materials. 

Oscar Osterhage reports “wom- 
en come in the store, and after a 
look around, ask if they are in 
the lumber yard. They seem to ex- 
pect a rundown, old fashion office. 
And are they pleased when they 
find this new store. Makes it easy 
to lead right into showing ma- 
terials and suggesting home im- 
provements.” 

“Is this new business big enough 
to be important?” we asked. 

“It certainly is,” Oscar told us, 
“and getting bigger and better all 
the time. Our paint sales alone are 
much bigger since women come it 
the store. And when women come 
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FAMILY BUSINESS is run by Karl, Leonard, G. F., and Oscar 
Osterhage. G. F. is celebrating his fiftieth year in the lumber 
business. He has been at the present site since 1917. 


THE NEW STORE represents the latest in a constant chail 
of progressive improvements, including additional warehouses 
and a new, fully equipped plant to turn out custom mill work. 
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HARDWARE DISPLAY showing variety of sizes and A 
* types stock is excellent selling idea. Service stock is car- 
ried in open closets behind display walls. Additional stock is 


in nearby warehouse. 


in the store it’s easy to suggest 
remodeling a kitchen or bedroom. 
Actually the store has brought a 
whole new group of customers to 
us.” 

“How do the contractors and 
carpenters take to the store?” 

“Perfect. They drive right in 
the yard and come in that back 
door right beside the counter. But 
besides that they like to wander 
through the store looking at the 
displays. Sell themselves on iots 
of products.” 

The store is the result of much 
culling of display ideas that had 
been gathered in anticipation of 
the new building. The display room 
is long — but shallow enough so 
that every display can be seen 
from the street by motorists. Cut- 


meng 


‘NEW STORE FRONTS BOOST SALES 


4 


IMPULSE AND SPECIALTY items such as hand tools. 
* front door hardware, cleaners and household maintenance 
aids are stock on islands between front door and the service 


counter at right of store. 


out letters locate the various de- 
partments. 

The fact the traffic pattern from 
the main door to the counter at 
the right cuts off the left third of 
the store might be criticized. How- 
ever, in this case the left side is so 
interesting and inviting that shop- 
pers gravitate that way regardless. 
The location of the model kitchen 
helps steer traffic this way. It in- 
dicates either a model kitchen or 
another interesting display can 
probably often be used to get cus- 
tomer traffic into far corners of 
other stores. 

Long-range planning shows up 
in the present relationship of the 
store to the mill, sheds and ware- 
houses. Additions and improve- 
ments have been laid out so that 
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the end result — now achieved — 
makes good sense. 

With the completion of the store 
unit, there is excellent circulation 
of traffic, accessibility of storage 
areas from the store and office, ~ 
ease of storage and handling, and 
good control of incoming and out- 
going traffic. 

We should add that from the 
front door right back to the far 
corner at the back of the lot, 
Osterhage’s is about the cleanest, 
neatest retail lumber yard we have 
ever visited. Such orderliness is a 
true indication of good manage- 
ment and a big step to success. It 
is absolutely essential to successful 
consumer selling. 

One of the best display ideas in 
the Osterhage store is the clever 
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well spaced and conveniently arranged for the handling and 
storage of materials, for truck traffic, to allow parking area, 
and to make each building convenient to the others. Only partly 
shown at the top of the page is a general office building. 


PLOT PLAN above shows current development of Osterhage 
Lumber Company. It represents the benefits of sound long- 
tange planning in the retail business. Although improvements 
have been made piece-meal, the multiple buildings are now 
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ROTATING 
ROLL CLAMP 


Picks up a roll in either hori- 
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With such an arrangement the 
warehouse for displayed goods 
should be handy for replacement. 
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And don’t think the mere idea 
of having the different sizes and 
types of such simple things 4 
hinges and nails and so forth isn't 
good merchandising in itself. Both 
ary contractor and housewife like t0 
see what they are getting, and 
compare. 
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CONFERENCE ROOM just added on the second floor has already been re- 


-ponsible for the firm’s increased sales this year. 


Members of the firm in 


conference here are, left to right, Marcella Loveridge. assistant secretary and 
treasurer; O. D. (Dan) Apel, president; Marion Balduff, bookkeeper, and 
Harry Fischer, sales and credit manager. 


New conference room 


sells many jobs 


OUTSTANDING FEATURE of 
the newly-remodeled display room 
at the G. J. Apel Lumber Co. in 
Sandusky, Ohio is the planning 
room which was opened this year. 
This room, located on the second 
foor, is finished in gum plywood 
and insulite planking; the ceiling 
is finished in 16x16 squares of ceil- 
ing tile. 

All types of flooring—yellow 
pine, fir, maple, oak and block floor- 
ing—are utilized. The room is 
stocked with a large number of 
plan books and a variety of litera- 
ture on products and building. The 
room is available to both contrac- 
tors and home builders. 

Downstairs, the walls of the 
fice are finished in walnut, birch, 
maple, oak, gum and mahogany 
plywood. Many jobs have been sold 
from these working displays, ac- 
cording to O. D. (Dan) Apel, presi- 
dent. 

This latest improvement was a 
feature of the firm’s 25th anniver- 
sary celebration when $1,100 in 
prizes were awarded visitors dur- 
ing one week end. The company’s 


original warehouse and office meas- 
ured 40x80; today, the floor space 
under cover measures 26,500 feet. 
The firm’s business volume has also 
steadily increased—and this year is 
no exception. 

President Dan Apel has taken 
enough time off from his business 
this year to serve as chairman of 
the Sandusky Chamber of Com- 
merce committee arranging a 50th 
anniversary “celebration. For two 
years, Mr. Apel was chairman of 
District 21 of the Ohio Retail Lum- 
ber Dealers Association. 


MERCHANDISING is emphasized by the 
smart displays of builders’ hardware, 
paint and other products utilizing manu- 
facturers point-of-sale aids. 


'TRACTIVE EXTERIOR of the G. J. Apel Lumber Co., which is celebrat- 
z its 25th anniversary this year.. Original warehouse and office measured 
10 square feet; today, the firm’s quarters under cover total 26,500 square feet. ~ 
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Couscstently 
LOW 
PRICES 


Warehouse or Carload 
Shipments 


Dependable shipments of high 
quality birch plywood—birch ve- 
neer—birch lumber—birch doors. 


BIRCH PLYWOOD 


STOCK PANELS 


Grades A-A, A-1, A-2, A-3, 1-1, 1-2, 
1-3, 2-2, 2-3, 3-3. All thicknesses: 
I” to 34". Complete stock sizes 
or your sizes upon request. 


CUT TO SIZE 


Excellent sources for cut to size 
panels. 


BIRCH DOOR PANELS 


Grades available: 1-3, 2-3, 3-3, in 
Ve" and 3/16" thicknesses. All 
panels are 3-ply construction. 


Phenolic, Urea, Melomine and 10 
Cycle Glue. All hot press glues, 
on door panels and stock panels. 
All birch plywood meets standard 
CS 35-47 Bureau of Standards 


. specifications. 


BIRCH VENEER 


Rotary and Sliced Cut. Standard 
Thicknesses. Faces, Backs, Cross 
Batiding & No. 1 Sheet Stock. 


Specify your Requirements. 


DEPENDABLE 
DELIVERIES 
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re COMPANY.» 
Suite. 214, Bah CD 
Wabeek dling 
BIRMINGHAM, MICH. 
Telephone 5022—TWX Birmingham 500 
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NEW STORE FRONTS BOOST SALES 
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OFFERING a highly diversified inventory of mate- 





USE of large areas of plate glass is a construction feature of 
















rials for the homeowner, plus services not offered by the modern Canyon Road Lumber Yard. Note how evergreen 

the ordinary lumber dealer, the Canyon Road Lumber shrubs dress up the exterior. $ 
Co., Beaverton, Oreg. is attracting an increasing store 

traffic. 


Located on a four-lane highway just 12 minutes 
away from downtown Portland, the modern store with 
its 30x60 display room is soliciting business from both 
Portland and Beaverton. 

“We attempt to stock more than the average num- 
ber of materials so that we can offer a complete line 
of everything the homeowner needs,” says Manager 
Phil Eichholtz. “This is important inasmuch as the 
retailer finds himself more and more a direct competi- 
tor with lumber mills of the area.” 

To meet this competition, the firm also offers prices 
on several jobs installed and not often solicited by the 
general contractor. These jobs include insulation, 
window and door screens, storm sash and erection of 
fences. 

Signs about the yard like those seen in the accom- 
panying pictures are held responsible for building store ae 
traffic. Direct mail (postal cards) and movie advertis- i 


ing are also used to attract customers. The front 0! MERCHANDISING SIGNS about the building are eye-catching 
the store is attractively landscaped with evergreen yet attractive. Standing beside this sign are Secretary-Treasuret 


shrubs. Plenty of parking space is available around Kohnle and Manager Eichholtz. 
the store. 

Graham A. Griswold is president of the corporation 
and Crawford Kohnle is secretary treasurer. 
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CARPENTERS’ TOOLS of a nationally-advertised line are 


FENCING is one of the items sold installed, also window and 
attractively displayed near the consumers’ counter. 


door screens and storm sash. 





38 August 26, 1950, AMERIOAN LLuMBERMAN & §f Bui 


GEWILLIAMS 
| AARDWE § /> 


i 


i ANS BARE my 


NEW STORE FRONTS BOOST SALES 
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BEFORE and AFTER pictures show contrast between the old-time lumber yard and the modern merchandising 
establishment. Shadow-box type windows attract attention from passers-by. 


Remodeling boosts business 80% 


BUILDERS HARDWARE is displayed 
neatly but effectively in these open com- 
partments with inventory in the cabinets 
behind. There are 125 different bins for 
nuts and bolts. 


HT, CHEERY ATMOSPHERE of the sales room is accen- 
by brilliant lighting, knotty pine walls and plastic tile 


DING Propucts MERCHANDISER 


Oklahoma dealer finds that 
“practicing what you preach’ 
pays dividends 


C. L. (Cliff) Williams believes 
in practicing what he preaches, “‘re- 
pair and remodel for neatness, com- 
fort and satisfaction.” 

That is why he spent six months 
remodeling and improving his store 
and turning it into the most mod- 
ern merchandising establishment in 
Nowata, Okla. The result is paying 
off fast. 

“We had a banner year in 1948,” 
said Cliff. “The first seven months 
of 1950 are 47144% ahead of the 
same period in 1949 and 33% 
ahead of the same period in 1948. 
A large portion of this increase can 
be contributed to the fact that we 
started this remodeling in Febru- 
ary, 1950. Our new displays and 
the increased room have added to 
these sales.” 

Sales space in the new building 


az 


CARPENTER TOOLS, cabinet 
equipment are featured in this section of the display room. 


is 1,140 square feet compared with 
540 square feet in the old building. 
The old building was brick with 
plastered walls; the new addition is 
built of concrete blocks with every 
third course pumice blocks. The 
inside walls are one-inch insulation 
topped with aluminum foil and 
knotty pine paneling. The knotty 
pine is finished natural and the 
fixtures are natural finished oak. 

There are two large glass block 
panels and a 12-foot picture win- 
dow in the sales area and office sec- 
tion. The entire front of the store 
was remodeled using corrugated as- 
bestos transite which is painted a 
combination chartreuse and dark 
green. The store is fluorescent 
lighted with a row of spotlights for — 
window displays. Plastic tile floor- 
ing is used throughout the store. 

Cliff Williams is president of the 
Rotary Club and active in civic 
affairs. His father, G. E. Williams, 
founded the firm 44 years ago, 
when Oklahoma was still an Indian 
Territory. 
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WESTERN WHOLESALERS 
STRIVING TO 
KEEP YOU SUPPLIED 


With their many mill contacts up and 
down the coast, these Western 
Wholesalers are doing their utmost 
to fill your needs from quality-produc- 
ing mills. While shipment today is 
difficult, your Western Wholesalers 
are endeavoring to maintain their 
reputation for “plus service." 





Joseph A. Adair Lumber Co. 


520 S. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Main 6954 Riverside 4335 


CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PD572 











Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle |, Wash. 
Specializing in Fir Gutter, all sizes and patterns. 


Morrill & Sturgeon 
Lumber Co. 


YEON BLDG., PORTLAND, ORE. 





CMORSTURG) 


Tes et ot 





Pacific National Sales Co. 
West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash 
WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON. 





Our 30th Year 









564 Market St., San Francisco. 4, Cai. 


MAUK SEATTLE LUMBER COMPANY 
SEA'I'T LE, WASH. 
WESTERN LUMBER MERCHANTS 
Fastern Office € Warehouse: 
rHE C. A. MAUK LBR. CO., TOLEDO, O. 
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NEW STORE FRONTS BOOS 
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ATTRACTIVE WINDOWS recently installed by the Encinitas Lumber Co. 





T SALES 
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catch passing motorists on heavily traveled U. S. Highway 101. Each of the 
three windows are lined with a different building material. 


New windows 


boost sales 


California dealer finds that 
showing products certainly 


helps sell them 


T HE BATTERY of display win- 
dows in front of what was 
once an open shed is helping the 
Encinitas (Calif.) Lumber Co. 
boost sales. Since the Encinitas 
store is located on busy U. S. High- 
way 101, windows are an important 
sales factor. 

The three 10-foot windows on the 
36-foot front replaced an ordinary 
wooden fence. Each window uti- 
lizes a different building material. 
Building board is used as_back- 
ground for one window; the second. 
window is lined with different pat- 
terns 0f-plastic tile; plywood panels 
are used -in-a:third. 

“Window displays definitely stop 
people,” say$. Eugene Gaithier, 
owner. “Sin€éywe’re located just a 
short oiaciics downtown, the 
windows have been adding to our 
traffic and sales. Furthermore, it 
gives us a more attractive place of 
business.” 
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EUGENE GAUTHIER, owner, points out 
attractive samples of plywood which line 
one window. Tile and building board 
are the “building materials in action” in 
the other window. 


Until Mr. Gauthier remodeled his 
store at an :approximate cost of 
$2,000, his display space was lim- 
ited to a smalf*Store. Many of the 
building mavens and appliances he 
now sells are #hus'plus business. 
His windows énable Mr. Gauthier’ 
to sell such items as fireplaces, hot 
water heaters and countless other 
building and home supplies. 
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NEW STORE FRONTS BOOST SALES 


HOUSEWIFE IS STOPPED by this dramatic display of light 


appliances. Spotlight dramatizes his shadow-box layout at night. 


MODERN STORE EXTERIOR emphasizes plate glass windows 
for show-case effect. See the interesting use of redwood over 
the marquee. Plenty of parking space is available near the store. 


MANAGER 
CHARLES C. 
COLLINS 


IM *ORTANT PEOPLE in the Alamo Lumber Co. organization 
in Bay City, left to right: standing, R. E. Hoberg, Miss Bonnie 
Alien, Edward Priestly, Joel Haynes, Willie Price and Joe Vann; 
front, Earl Ward, Norwood Barris. Sidney Bates and Jess Baker. 


Buitpinc Propucts MERCHANDISER 


APPLIANCE DEPARTMENT occupies 50% of the 3,000 square 
feet of floor space in the new store. Manager Collins reports 
an increasing number of women shoppers. 


Women like 


new store 


50% of display area in Texas 
store devoted to merchandis- 
ing appliances; new layout 
offers six times as much space 
as old store 


COMPLETE SERVICE for the home-building pros- 
pect is offered by the Alamo Lumber Co. yard in Bay 
City, Tex. The display area in the new store is six times 
the display area of the old lumber “show room” opened 
in 1901—500 square feet against 3,000 square feet in 
the new store. 

About 50% of the new display area is devoted to 
appliances. Nationally-advertised lines of both heavy 
and light appliances are featured in one section of the 
store. Many of the light appliances like irons, toasters 
and roasting ovens are intended to build up store traffic 
among the women. , 

The new showroom is departmentalized with paints, 
wallpaper, hardware, appliances, electrical goods, car- 
penters’ tools and miscellaneous items in well defined 
areas. The entire building is air-conditioned. 

Exterior of the store is an interesting combination 
use of masonry and redwood. A marquee extends over 
the sidewalk the length of the store. Specialized items 
like fans and light appliances are set in 12 shadow-box 
type windows at the store entrance. These displays are 
spot lighted at night and make an attractive exhibit 
day and night. 

The new paint department includes a color matching 
system which enables the housewife to match fabrics, 
upholstery and floor coverings exactly. The home 
planning and remodeling department will provide. the 
prospect for a new home with one-stop building serv- 
ice including plans, financing, materials and a list of 
competent contractors. 

Over 3,500 guests were registered at the two-day 
opening at which $1,200 worth of store merchandise 
was given away. The Bay City yard is one of 34 yards 
operated by Alamo Lumber Co. 
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What Builds a Fortune? 

Two men with a capital of less than $4,000.00 
turned into millionaires. One of them was Dr. Charles 
Paterno, the New York real estate operator. Here’s 
how he did it. 

Starting with his very first project, Dr. Paterno 
always observed one rule. He always rented each of 
his apartments himself. As a result, he learned first- 
hand about the current problems, needs, preferences 
and tastes of his customers in space-planning, ventila- 
tion, colors gnd minor details such as cabinet hard- 
ware. More important, he learned exactly what they 
didn’t like and why. 

From this first-hand knowledge of his customers, 
he was able to originate plans that became the basis 
of all modern New York apartments and put him on 
Millionaire’s Row. 

Any other real estate operator could have done the 
same thing. Dr. Paterno’s fortune was built mainly 
on keeping in the closest personal touch with his cus- 
tomers and listening to their comments and complaints 
about even small details. In this way, he was always 
able to anticipate the changing tastes and needs of the 
buying public and offer them exactly what they wanted 
before they themselves became fully conscious of those 
wants. 


What Holds Men Back? 

One reason so many men sink into ruts and do just 
passable work instead of an inspired job is that they 
have given up hope of any real promotion. Though 
they know they can handle their present work, pri- 
vately they feel inadequate and insecure. When this 
feeling becomes widespread, the whole company gets 
into a rut, starts slipping financially. 

No company can do a spectacularly successful job if 
most of its employes feel they aren’t going any place! 
One of the most sure-fire ways to put your company 
on the express track and keep going ahead is to en- 
courage everyone on your staff to take up some course 
or new interest that aims at self-improvement. The 
man who feels he is improving himself wins back his 
self-confidence and takes much more interest and care 
in his daily work, with or without a promotion! 

As long as he sees some hope for himself, some 
progress, some goal he can attain, he’ll tackle even the 
dullest job with a lot more pride, enthusiasm and 
efficiency. The most important raise you can give a 
man is a raise in his self-esteem. 


An Easy Way to Make a Come-Back 

When a man becomes too limited in his contacts, in 
his work and outside interests, he starts slipping. 
Every man needs the stimulus of new contacts, new 
ideas and a strong mental picture of himself going 
forward in some way, if he is to keep contributing 
something of real value to your company. 

How many people on your staff are doing anything 
right now to improve themselves? Or planning to take 
up some new course or hobby this fall? The organiza- 





By Norm Advertising, Inc. 
New York, N. Y. 
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tion that encourages self-improvement and creative 
effort through hobbies is a mentally alert organiza- 
tion. Some of the most remarkable changes in work 
efficiency, presentation of ideas, personality and finer 
staff relations result from new interests and creative 
hobbies. 

No matter what courses or hobbies your people take 
up, they will learn something of value to your com- 
pany! Highly to be recommended are courses in speech 
improvement, public speaking and amateur dramatics, 
Anything that contributes to clearer, better communi- 
cations means many more profitable ideas for your 
company, plus much closer cooperation on all projects. 

Anything that contributes to greater poise and self- 
confidence means higher and better work output in any 
department. The man who feels poised will tackle a 
harder job than the man who privately feels inade- 
quate with his associates. Creative hobbies are another 
source of profit—and especially to be encouraged 
among personnel in duller, routine jobs. The junior 
accountant who takes up amateur photography, for 
example, may learn a lot about composition and come 
up with some smart new angles for your displays— 
needs that creative outlet to perform his daily job with 
greater efficiency. 


Attraction-Power 

What is it that really attracts people to your yard? 
Is it certain people on your staff—the quality of serv- 
ice you give—or certain specific services? Do you 
honestly know the things customers like best about 
you? One reason so many dealers miss the boat on 
advertising and publicity is that they neglect to recon- 
sider these questions on the basis of current fact. 
Consequently they overlook or underestimate their 
strongest appeals, base their copy on weak, outmoded 
strategy. 

Obviously you have to concentrate on “known facts” 
in planning any promotional campaign. But before 
you do, ask yourself if they really are “known facts”— 
or just facts you've always taken for granted abou 
your business. Today’s customers may be coming to 
you for very different reasons than you think—o 
leaving you for reasons you never suspect. It pays to 
find out. 


suprise Ending 

ost people take it for granted that women today 
have a much easier job of housekeeping than Grandma. 
But here are some facts to the contrary that can 
influence kitchen modernization sales. Census figures 
show that over 18,000,000 women are working—more 
of them married than single. This means that time to 
keep house is at a premium—the more time and work 
savers the better. 

Why not cash in on this change in living conditions 
with an advertising appeal like, “Exhausted from long 
hours of standing on your feet marketing every day’ 
Why not come home to a step-saving, time-saving 
modern kitchen—beautifully planned to fit your in- 
dividual needs and well within your budget. As little 
as $ a month does it. Stop in today.” 
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End of the Line! 


At long last the merchandise has 
reached the retail establishment 
where its fate finally is to be de- 
termined. “Will it move?” asks the 
dealer. 

Generally speaking, at least in 
normal times, the answer is “No”... 
unless somebody helps it to do so. 

Most goods do not move of their 
own accord. They need “pushing” of 
some sort . . salesmanship, adver- 
tising, display. They find their way 
out of the establishment where the 
most push is applied. 

There is no money to be made by 
merely carrying something in stock. 
Profits accrue only when goods are 
moved out of stock. After all is said 
and done, it’s the “push” that really 
counts. 


The Dealers Are the Ones 

Goods in themselves are as inani- 
mate as a block of granite in a stone 
quarry. Something has to be done 
to get them off dead center . . . to 
put them into the hands of someone 
who will use them. If you have the 
ability to do this you are a merchant. 
Goods are pretty much the same 
everywhere. They are made in the 
same factories . . . sell at the same 
prices are used in the same 
way. But there is a whale of a big 
difference in the way they are sold. 
The dealers are the ones who write 
THAT ticket! 


A good salesman (for the man- 
ufacturer or jobber) must know 
how to pick good dealers. 


Formula For Failure 
“How in the name of heavens did 
you find so many poor lumber yards?” 
exclaimed the sales manager, taking 
a swing around the territory of a 
new salesman who had made a fairly 
good showing the first time around 
and then had run down gradually. 
He simply picked the wrong outlets 
. second-rate dealers who were 
willing to try anything once but com- 
pletely without the ability to supply 
the motive power (“merchandising” 
is another word for it) to move the 
goods after they bought them. 
The difference between the suc- 
cessful lumber yard and the 
poor one is measured princi- 
pally in merchandising ability. 
Switch inventories and the dif- 
ference remains unchanged. 


There is More to Boards 
Than Boards 


We have often pondered the fact 
that “lumber is lumber” . gen- 
erally speaking. The average manu- 
facturer is unable to recognize his 
own boards after they reach the 
lumber yard. You can buy exactly 
the same thing in the poorest yard 
in the area but you don’t . . even 
when they are offered at a lower 
price. Why? Because you’re looking 
for more than mere boards. Mixed 
up in “more” are the many elements 
included in the all-inclusive term 
“merchandising.” Otherwise the man 
with the low price would be getting 
all the business. Usually he is closer 
to the bottom of the list than to the 
top. 


The price-minded dealer over- 
looks factors that are of far 
greater interest to the average 
consumer. 


Try This 

Some day when you have lost the 
sale of a juicy bill of lumber and 
you are inclined to the belief that 
the so-and-so who sold it is a vicious 
price-cutter, take the best piece of 
lumber in your stock and display it 
in the most conspicuous show win- 
dow in town at“half what it cost 
you. Chances are 10 to 1 it will stay 
there until you take it out. Across 
the street, however, the same board 
(displayed as unpainted furniture) 
sells readily at a price per M that 
would make any lumber dealer green 
with envy. 


The further you can get away 
from boards as such and the 
nearer you get to what can be 
done with them, the easier it is 
to make profitable sales. 


Why All the Emphasis 
On “In Use"? | 


Guess it’s because we just got 
through talking with a dealer who 
is so worried about price competition 
in his trade area that he is scared 
stiff when he has to quote a price 
on a bill of material. All this, too, 
during one of the largest construc- 
tion years in history and at a time 
when acute shortages prevail in many 
materials. 


MERCHANDISING 
CLINIC 
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If you are making sales on the 
basis of what materials cost 
when you bought them, rather 
than cost of replacement, bet- 
ter stop, look, listen. 


Too Little Too Soon 


Greed being what it is, and jealousy 
too, it is perhaps only natural t 
encounter dealers who try to hog the 
business. This week we visited a 
old friend who was sitting pretty as 
far as competition is concerned. Th 
other yard’ had sold a flock of houses 
early in the year at a figure that 
was far below a safe and sane price, 
Our friend was pretty much dis- 
turbed at first because he lost the 
sale. Now he is the happiest lumber 
dealer we’ve seen in many a moon. 
The other fellow has found it dif 
ficult to get enough materials to fil 
the huge order he sold at too low 
a margin, even at prices which e- 
isted at that time. Since then th 
cost of materials and operating costs 
have increased steadily. He will end 
up the year with a staggering deficit 
while the dealer who lost the order 
is going to have one of the most 
profitable years in his business ¢a- 
reer. 


















































































































































































The threat of a prolonged war 
economy creates another sellers 
market . .. The worst thing 
that can happen to a retail in- 
dustry that had not recovered 
from the devastating effects of 
World War II. 






























































The Human Angle 


Whenever demand exceeds supply, 
efficient salesmanship and all that 
goes with it flies out the window ..: 
a truly disturbing thought. Well 
never forget the lumber dealer wh0 
insisted, during the thick of the last 
war, that his employes were nd 
treating his customers one whit dif 
ferently than before the war. We 
had just come from a town some 3! 
miles away where the dealer hai 
called our attention to the fact that 
the customer who was then in the 
yard loading up had driven the et 
tire distance simply because his local 
dealer was “so ornery he couldn’ 
buy from him.” Said local dealer, 
course, was the man who insist 
that his organization was still up 
prewar par! 
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Ideal for sturdy, rounded corners 


> Straight, true corners — 26-gauge galvanized sheet steel. 

>» Expansion wing — integral with nose of bead. 

> Perfect plaster bond — provides strong plaster key and sturdy reinforcement. 
> Small package for easy handling — boldly labeled for easy identification. 


*Reg. U. S. Pat. Off. 





Formerly Milcor Steel Company 


4027 WEST BURNHAM STREET e MILWAUKEE 1, WISCONSIN 


, N.Y. © Chicago 9, if nite 
hie *" Detroit 2, Mich. © Kansas City 8, Mo. © Los Angeles 23, Calif. 
22, N. Y, @ Rochester 9, N. Y. © St. Louis 10. Mo. naa 
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Products .... Sales Aids .... Literature 





Tinted Sample Pack 


Devised to demonstrate how at- 
tractively Masonite hardboards can 
be colored is a new tinted sample 
pack which has been distributed to 
key building material dealers by 


Masonite Corporation. It is for 
use at their sales counters. The pack 
is expected to accomplish several 
things, the company said: (1) Pro- 
vide dealers with an answer when 
the customer says, “‘I would like to 
use hardboard but do not like the 
natural brown color.” (2) Gives 
printed instructions, on each sam- 
ple, how to achieve an interesting 
color finish at much lower cost than 
paint. (3) Provides a color so thin 
that the skin surface of the board 
is, in fact, the wearing surface. It 
is, furthermore, scratch resistant. 
(4) Furnishes a finish which is 
easy to apply. (5) Supplies a fin- 
ish which shows the natural bur] of 
Masonite hardboards and accentu- 
ates their beauty. The same effect, 
it was said, cannot be secured on 
any other type of material. Write 
Masonite Corporation, Dept. AL, 
111 W. Washington St., Chicago 2, 
Ill. 





Hand Sander for Contours 

A hand sander is available that 
will sand contoured, convex, and 
irregular shapes, as well as flat sur- 


faces. Called Sand-O-Blok, this 
sander consists of a plastic wedge- 


46 


shaped body. A rubber sleeve rang- 
ing in thickness from 1/16” to 
3/16” wraps around the body and 
cushions the abrasive paper. By 
rotating the rubber sleeves around 
the wedge-shaped body, the radius 
at each end can be changed from a 
minimum radius of 14” at the nar- 
row end to a maximum radius of 
%4”’ at the opposite end. Any radius 
between these two limits can be 
obtained by this patented principle. 
Sand-O-Blok produces a smooth, 
uniform finish. It is molded to fit 
the hand, has no sharp edges to jab 
into the work piece, and distributes 
wear evenly over the entire piece 
of abrasive paper. There are no 
unused pieces, no waste. All Sand- 
O-Blok sanders come equipped with 
sandpaper. Additional refill sleeves 
are available in coarse, medium and 
fine. Write Merit Products, Inc., 
Dept. AL, 4373 Melrose Ave., Los 
Angeles 27, Calif. 





Low-Cost Round Window 


Webb’s No. 222 “Threelite”—one 
of the lowest cost round windows 
on the market, according to the 
manufacturer —is indicated par- 
ticularly for economy or smaller 
homes. Companion round windows 
to “Threelite” are No. 110 “Round- 
vent” in which the sash rotates for 
ventilation. Similar to No. 110 is 
No. 112 “Bullseye,” except that it 
is without the ventilating feature 
and screen found in No. 110. No. 
252 “Roundlouvre” is a louvered 
round window with bronze screen 
backing and is for rough studd 
opening 1-9 x 1-9. “Roundvent” win- 
dows are truly round windows — 
not just round on the outside and 
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square on the inside, but are rou 
on the inside as well. Dealers q 
invited to learn how round windoy 
add attractiveness to an uninviting 
gable-end or a monotonous side 
wall. For full information write 
Webb Manufacturing Co., Dept 
AL, 211 E. Main St., Conneaut, 
Ohio. 


New Type Light-Directing 
Glass Block 

A new type of light-directing 
glass block is designed to transmit 
more daylight under conditions 
usually considered adverse. Desig: 
nated as Insulux light-directing 
glass block No. 363, this new prot 
uct accepts more daylight and dif 
fuses it more evenly to the front 
and rear walls of a room. Prima 
rily developed for school classroom 
use, the new block is also consit 
ered ideal for all types of industrial 
and commercial locations. Although 
it delivers more natural light at 
wide angles than any previ0ls 
light-directing glass block, thé 
“363” offers less surface glare 
when viewed from below normal 
eye level. Shades or blinds over the 
glass block panel are not required 
Write American Structural Proé 
ucts Company, Dept. AL, Toledo}, 
Ohio. . 


Water ResisTANT 


% is 
SATHG ton masomer sTEucToM 


Water-Resistant Coating 
for Masonry Structures 
Titekote has been especially de 
veloped as a protective coating for 
brick, stucco, all types of block and 
other masonry surfaces. It is de- 
signed for use on exterior or I 
terior masonry, either above or be 
low grade. This water-resistant 
coating has a true portland cement 
base and is not an ordinary col 



















































5 to 10 Day 
Delivery Assured 
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DOUGLAS FIR 


7 Famous BEEGEE Windows 
REDWOOD 


We have doubled the daily 
production of Bee Gee Win- FAMOUS BEE GEE 


LUMBER 
MILLWORK 
Le) AD Ie 
SIDING 


* 


dows. Through this speed-up 
in every department we are 
able to assure our dealers of 5 
to 10 day delivery on every 
Bee Gee Window type and 
size. 


MEET THE DEMAND 


Your customers will like the 
variety of types and sizes 
(more than 42) for every 
architectural demand. With 
Bee Gee Windows you can 


FEATURES 


Clean the OUTSIDE 
from the INSIDE. 


One complete factory pre- 
fitted unit, consisting of 
FRAME, pre-fit glazed 
SASH with GLASS bedded 
in putty, copper SCREEN 
and all HARDWARE ap- 
plied at the factory. 

CONTROLLED VENTI- 
LATION permits air to 


FLOORING 


enter as desired from three 
disections. 
TO INSTALL—simply set 
the Bee Gee Window in 
the wall. 


satisfy every taste and meet 
every budget. Don’t miss out 
on Bee Gee profits. Be ready 
to deliver famous Bee Gee 
Windows promptly. 


Famous Bee Gee Windows are sold only through 


lumber dealers in the following states: Michigan, Ohio, 
Indiana, Kentucky, West Virginia, Pennsylvania, New York. 


GET THE BEEGEE WINDOW PROFIT STORY 
for full details . . write today .. Dept. AL-2 


j BROWN-GRAVES Co. 


OOOO OE: Pe, ae 
#8 S. Michigan Ave.,-Chicago 3, Ill. 
. AKRON 1, OHIO 


. % Telephone RAndolph 6-0540 


DING Propucts MERCHANDISER 








water paint. It contains no organic 
materials affected by the action of 
lime, alkali or weathering. There 
is no chemical reaction between 
its inorganic materials and the sur- 
face on which it is applied. Titekote 
penetrates the porous surface by 
capillary action, makes a natural 
bond, and becomes an integral part 
of the masonry it protects. The 
waterproof qualities of the coating 
resist further water absorption 
and thus effectively control seep- 
age and dampness. It is free flow- 
ing and easily fills all normal voids, 
shrinkage cracks or open mortar 
joints in masonry construction. 
Titekote is particulary adapted for 


use on block manufactured with 
aggregates of cinder, slag, haydite, 
pumice and superock. It is manu- 
factured in white, gray and seven 
attractive colors. Write Cook & 
Nichol, Inc., Dept. AL, Memphis, 
Tenn. 


Protexol-lmpregnated 
Fire Door 


The Fox Bros. Manufacturing 
Co., manufacturers of the Fox 
Wood Fire Door, has received its 
1-Hr. Fire Rating Label from Un- 
derwriters’ Laboratories, Inc. The 
Underwriters’ Retardant Report 
(3120) noted the following results 





It’s the V 
that makes the 





V-EDGE 


CASINGS 


For Windows and Doors 





8ist PENMETAL 
YEAR 







General Sales Offices 


Boston 
Seattle 


New York 
Los Angeles 


Factory 


Smoother 
easier painting 
these are only part of the advan- 
tages. Let us send you our illustrated 
folder which tells the whole story 
of this better, low-cost metal casing 
made in bull nose and square nose, 
short flange or expansion flange. 


cleaner work, 
and finishing — 


joints, 


PENN Meta Company, INc. 


205 East 42nd Street, New York Pe N.Y. 
District Sales Offices 
Philadelphia 


Chicago 
Dallas 
toa Cistel ge) Ww v 


Detroit Tate lTelale] stellt] 


Francisco Parkersburg, W. Va. 

















-[DIXIE_BRAND 
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in its 60-min. test of the Fox Wood 
Fire Door: (1) No flame passage 
through or around the door. (2) 
An average heat transference to 
the unexposed sides (of the two 
doors tested), 110 F. and 70 F. re- 
spectively, at the end of 30 min. 
of the 60-min. test. (3) Dimen- 
sional stability. Transverse load 
test revealed permanent deflection 
of less than 1/64 in. under 300-lb. 
test. (4) Strength test. Door 
slammed with considerable impact 
for 100,000 times showed “no loos- 
ening of attachments or separation 
of parts of the door assembly.” The 
Protexol Impregnation process is 
used in all Fox Wood Fire Doors, 
as well as in the Fox-Made Gate 
City Awning Window, interior pan- 
eling, custom built millwork, and 
other Fox Bros. products. The 
process not only renders these 
products fire-resistant, increases di- 
mensional stability; but makes 
them rot and vermin proof as well. 
Write Fox. Bros. Manufacturing 
Co., Dept. AL, 2701 Sidney St. 
St. Louis 4, Mo. 























































Weslock Marker and 
Mortiser Tool Kit 


The Weslock marking and mor- 
tising tool set has been developed to 
answer the need of builders for re- 
ducing the labor time necessary t0 
install lock sets. The kit consists 
of two different sizes of chisels for 
marking and mortising latch fronts 
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and one for strike plates. Each has 
cutting edges in the form of a 
hollow rectangle whose dimensions 
are the same as the latch front or 
strike plate in the lock set. A pilot 
extending from the center of each 
chisel enters the previously drilled 
hole in the door and automatically 
centers the tool in position. Then 
by striking the back of the chisel 
with a hammer, a mortise is made 
in the correct position and to the 
correct depth. The strike plate 
mortising tool has an adjustable 
side guide for adaptation to any 
door thickness. Each chisel is 
forged from tool steel, ground and 
heat-treated for long life. Write 
Westwood Manufacturing Co., Dept. 
AL, 1420 S. Evergreen Ave., Los 
Angeles 23, Calif. 




















Extra-Sturdy Steel Columns 


The Shoubson Perma-Post is a 
new extra-sturdy steel supporting 
column offered at special low prices. 
Perma-Post, a 4’ O.D. anti-corro- 
sive metal column, made from new 
prime electric-welded_ steel, has 
been successfully tested by the 
Pittsburgh Testing Laboratory. A 
special vinyl plastic coating on 
Perma-Posts renders them as anti- 
corrosive as aluminum. There are 
two types of Perma-Posts. One is 
a steel column of fixed length — 
available in standard sizes of 64% 
ft., 7 ft., 742 ft., and 8 ft., although 
it can be furnished in any exact 
size under 9 feet. The second is 
an adjustable “jack-type” model 
with which any desired height can 
be attained. Column lengths are 
carried in any exact dimension 

rom 9 inches to 9 ft. 7 inches. The 

ick-type” can be used as a tem- 
ary support or as a permanent 
ipport by a locking installation. 
ese columns need no painting, 
be easily installed and bolted 
‘o wood, steel, or concrete. Write 
n Shoub & Son, Dept. AL, 711 
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BATHROOM PLAN 
Design No. 2 
Architect 


Tes Peyr 


A. |. A. 


Toe thy Fg (te 


Gone are the days when folks were satis- 

fied with just a washstand, closet and tub 

to complete their bathrooms. Now, they want 

fixtures of Universal-Rundle high quality and L 
superior styling ... and, they want ideas for \ 
bathroom convenience. With the U-R line of 

fine fixtures and architect. Ernst Payer’s A.A 
plans, you have a mest intriguing selling package. 


1 


Write for information on the Universal-Rundle line 
fo} MB elec tet colesss Mtb cibtc-s-MmoteleMe al Colelemm-reprivevent ele 


Complete illustration and specifications available upon request. 


UNIVERSAL- RUNDLE 
for Bathroom and Fiitehen 


UNIVERSAL-RUNDLE CORPORATION 
NEW CASTLE, PENNSYLVANIA 


Serving the world from 5 plants located coast to coast 


UNIVERSAL-RUNDLE CORPORATION 
NEW CASTLE, PENNSYLVANIA 


Please send: Ernst Payer Bathroom Plan No. 2_.__ Information on U-R Fixtures. 
Name 


Address 
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Metal Counter or Wall 
Brush Vender 

The Wooster Brush Company, 
Wooster, Ohio, has announced the 
availability of an all metal counter 
or wall brush vender which will 
hold 36 pure bristle varnish and 
wall brushes as follows: two dozen 
Wooster Foss-Set varnish brushes 
in sizes ranging from 1” to 2%” 
and four each of 3-, 344-, and 4” 
Wooster Foss-Set wall brushes. 
Can be replenished from open 
stock items. Five positions are 
possible, lending variety to the 
vender Horizontal with sign panel 





extending across the top; vertical 
—sign panel reverses and places 
at top of display; two units used 
back to back for island display; 
two units side by side, either prone 
or upright, to enlarge display area; 
notched for wall-hanging. Size of 
vender 1444” wide, 151%” long and 
94%” deep. Weight about 12 
pounds. Write the Wooster Brush 


Company, Dept. AL, Wooster, O. 








Circular Saw Blade 

The Blade Manufacturing Com- 
pany has expanded its Blade line 
to include four sizes of metal and 
plastic working saws. Blade has 





been supplying mill supply houses, 
machinery dealers, etc., with this 
line. The woodworking blades rup 
from 6” to 16” inclusive, in flat and 
hollow ground, rip, cut-off and com- 
bination styles. For home work. 
shop use, Blade had brought out a 
new line of circular saw blades un- 
der the brand name of Edgehill for 
the retail and wholesale hardware 
trade. Manufactured under the 
same rigid inspection as the Blade 
line, the Edgehill blades are pro- 
vided in a full line of 6, 7, 8 and 
10”, chrome steel, flat and hollow 
ground saws in rip, cut-off and 
combination styles. All Blade saws 
are fully guaranteed. Write Blade 
Manufacturing Company, Dept AL, 
909 W. Third St., Columbus, Ohio. 
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Stillson Wrench Now 

Features Special Zinc Coating 
The special Walworth Genuine 

Stillson sales promotion package 

for 1950 consists of six 8-inch 

wrenches, twelve 10-inch wrenches, 








AETNAPLY 












Natural finish on Aetnaply Doors 
brings out the beauty of Birch. 


Speed Up Cupboard Door Sales... 


You're sure to increase your profits selling AETNAPLY Birch Cup- 
. GUARANTEED to stay flat . . . precision built to 


board Doors . . 
eliminate on-the-job replacements! 


Special fabrication of scientific core construction of edge-grain ply- 
. all four edges lumber-banded to allow ample trim and 
solid base for hardware, make AETNAPLY Doors "tops". Aetna also 
has regular 4' x 8' panels of Birch, White Pine and Fir. 


Write for folder, “Aetnaply Cupboard Doors”, of prices and sizes. 


AETNA PLYWOOD & VENEER CO. 


1732 Elston Ave., Chicago 22, Illinois 
Phone: ARmitage 6-7100 — Teletype CG305 


BRANCH WAREHOUSES: Grand Rapids, Rockford, Indianapolis 
Detroit, Minneapolis, Richmond, Milwaukee, Marion, 


wood .. 


SALES OFFICES: 
West Lafayette 


50 


STAY FLAT 


BIRCH CUPBOARD DOORS 


3/4" 5-Ply 
| Good 2 sides 


True Corners 
and Edges 





SUPERIOR LUMBER 





GRADING... A PLACE FOR EVERY BOARD, 
AND EVERY BOARD IN ITS PLACE! 








@ FINISH 


Write 


ture. 


Dargan's modern Conway plant was among the first 
to use Vulcraft's Roll-A-Board Lumber Sorter. The 
division slotted conveyor provides speedy separation 
into grades and widths. Boards are promptly re- 
moved by lift truck for kiln-or-air drying to become 
"Superior Dargan Lumber." 


@ MOULDINGS 
@ FLOORING 
@ CEILING 
@ BOARDS 

@ SIDING 


Box 406C for lists, 
prices, and illustrated litera- 










With the Roll-A-Board Sorter 
operator quickly separates 
boards into 24 grades and 
widths. 








DARGAN LUMBER MANUFACTURING COMPANY 


(FORMERLY INGRAM-—DARGAN LUMBER CO.) 
Gang Mill + Dry Kilns + Planing Mill CONWAY, S.C. | 
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Wisconsin 
Knight’ 


Hollow-Core 
BIRCH Flush DOORS 


GUARANTEED 


a Price Conscience 

No flush doors offer you or your customers better value than 
Wisconsin Knight Hollow-core Birch Flush Doors! They offer 
the greatest dollar value on the flush door market today: 
(1) guaranteed in writing against defective materials or 
workmanship, and (2) nationally advertised and recognized 
to make your selling easier and surer. Available in both 
interior and exterior models, the front and grade styles 
already glazed. Years of door manufacturing experience 
have produced this better door—at a lower price. 


Retailers and distributors! 
Write today for style sheet, prices, weight tables 
and guaranty—covering both the interior and ex- 
terior models of the Wisconsin Knight! 


‘WISCONSIN FLUSH DOOR 
MANUFACTURING COMPANY 


70101 Lyndon 





Phone TExas 4-8010 
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Detroit 21, Mich. 


Me Builder 
DIXON 


WEATHER-LOK UNITS: 
‘s------) CUT COSTS 


FOR YOU—YOUR CUSTOMER 





The Dixon Weather-Lok Window Unit is instantly, 
easily installed—eliminates on-the-job time loss—is 
adaptable to frame, veneer, or solid masonry con- 
struction with minimum change. 


NOTE THESE FEATURES 
of the DIXON WEATHER-LOK UNIT 


. . « Made of kiln-dried Ponderosa pine. 


. . « Completely ' weatherstripped. Extra-wide blind 
stop and spiral balances. Toxic treated for long life. 


. . . Adapted to frame, veneer, or solid masonry 
construction with minimum of change. 


. . « High in quality, low in cost, because all opera- 
tions from forest to you controlled by just one ex- 
perienced mill and manufacturing company. 


Manufactured by Western Pine Mfg. Co. of 


THE DIXON INDUSTRIES 


SPONANMNE 
HAL R.DIXON GRANT DIXON, JR. C.E. BARTLETT 


PRESIDENT VICE-PRESIDENT SEC'Y. ©TREAS. 


For Full Information Wire or Write 


JOHN H. MEARS, Inc. ELLIS GLAZING CO. 
Baltimore 30, Maryland Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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and six 14-inch wrenches, plus a 
combination wall and counter dis- 
play panel, two window streamers, 
and 100 envelope stuffers. This 
merchandising material is fur- 
nished to the dealer at no additional 
cost above the cost of the wrenches. 
The Stillson wrench now features a 
special zine coating to resist rust 
and corrosion, and a_ greater 
strength and toughness derived 
from a new scientific heat treat- 
ment of the steel. The teeth in the 
Genuine Stillson are sharp and of 
proper depth to give a fast, quick 
bite. Other advantages include per- 
fection in over-all strength and 


uniformity in quality, both insured 
by testing and inspection. Stillson 
wrenches come in a full range of 
sizes from 6 to 48”. Write The 
Walworth Company, Dept. AL, 60 
E. 42nd St., New York City 17, 
™~ oe 


Etchwood 


Etchwood, said to open hitherto 
untapped markets for Douglas fir 
plywood, is the development of 
Norman and Jack Davidson, with 
Clifford McElroy. A huge machine, 
in which are set individually pow- 
ered brushes, takes highly selected 
Douglas fir plywood in at one end 
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mark when you buy -- 


A-Y 


Looking for well-manufactured Ponderosa Pine yard and 
shed stock, factory lumber, industrial items? Look to the 
familiar Alexander-Yawkey trade mark. It’s your assur- 


ance of fine quality stock. 


Consult us on your next requirements. We specialize in 
dependable quality Ponderosa Pine lumber — in straight 


giving you an assortment of 


cars or mixed cars 


Ponderosa yard and shed items with Fir and Larch 
dimension. All Alexander-Yawkey lumber is precision 
manufactured—properly kiln dried and accurately graded. 


Consult your local supplier for sash and doors 
made from our Ponderosa Pine. 


Alexander-Yawkey Lumber Co. 


LOOK for the Familiar 


Alexander-Yawkey trade- 





























* PONDEROSA PINE 


* FIR and LARCH 
DIMENSION 


41.1 018 8 ee) dicte))| 


Member Westorn Pine Association 





Member Ponderoso Pine Woodwork 
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and delivers it burnished to a sat- 
iny gloss with the hardwood grain 
gleaming in a raised relief that 
gives a three dimensional effect. 
Because the softwood is brushed 
away leaving a hard surface, the 
plywood will take any finish eco- 
nomically. It can be merely waxed. 
There are no splinters or rough 
projections. The process delivers 
what is in effect a hardwood ply- 
wood from Douglas fir. Write 
Davidson Plywood & Lumber Com- 
pany, Dept. AL, 3136 E. Washing- 
ton Blvd., Los Angeles 23, Calif. 
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Yale & Towne Announces 
New "Stubby" Worksaver 

The Yale & Towne Manufactur- 
ing Company, Philadelphia Division 
announces a new “Stubby” Work- 
saver a full 6” shorter than previ- 
ous walkie models of the same type. 
This six-inch saving has been ef- 
fected between the battery box and 
front edge of the truck, thus re- 
taining full platform lengths for 
handling skids and skid bins. This 
is a particular advantage in such 
confined areas as freight cars, 
street trucks, narrow aisles and 
elevators. The truck is available in 
4,000 and 6,000 pound capacities. 
Standard platform lengths range 
from 36” to 72” in six-inch incre- 
ments. Heights of 6”, 7”, 9”, 10”, 
and 11” are available for handling 
skids of different heights. Plat- 
form widths are available in 19”, 
24” and 26” sizes. To obtain a four- 
page bulletin—P1206—¢giving engi- 
neering drawings, specification 
data, and application illustrations 
write The Yale & Towne Manufac- 
turing Company, Dept. AL, Roose- 
velt Blvd & Haldeman Ave., Phila- 
delphia. Pa. 
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WHAT DOES A BEAVER 
KNOW ABOUT LOGGING? 


Sure, we're working like beavers to supply all that famous 
Pack River lumber . . . 





Better than beavers, actually! 





A beaver takes a week to gnaw through a soggy aspen, but 
every day Pack River men and machinery cut thousands of feet 


FINEST WESTERN of clear, straight logs from western woods. 
KILN-DRIED WOODS A whole army of beavers couldn't match Pack River in getting 
IDAHO WHITE PINE =——U™Per to you. 


PONDEROSA PINE 
ENGELMANN SPRUCE 












































INLAND RED CEDAR FRAMES k 
FIR AND LARCH CUT STOCK AN ‘ 
* MOULDINGS WS eh oh 
CUT-TO-LENGTH TRIMS ieee lg 2a 
SOLD THROUGH WHOLESALERS ONLY , SALES, COMPRA 
Representing: . e ¢ 'p Saaid,, Meg *: 
Pack River Lumber Co., Sandpoint, Idaho Ee tn ps we i ee 
Northwest Timber Co., Gibbs, Idaho Pp ihe Eee 








Thompson Falls Lumber Co., Thompson Falls, Mont. . 
Teletype — Sp-105 Telephone MAdison 0121 P.O. Box 64 Peyton Building © SPOKANE, WASHINGTON 















Everything You NEED in 
WEST COAST UPLAND HEMLOCK 





oak ee DOUGLAS FIR 

1r- a oF 4 ay 8 we 
on mars " a. Ska t 2 
k- bp ee i Ook Se 
vi- 4 i je t ‘ 
De, : 
af- 
nd 
re- 
or 
1is 
ch 
Ss, = . 
nd This is one of our big dry lumber sheds where 
in we store our fine upper grades. Lumber doesn’t 
5 come any finer than Oregon-American offers 
i Pole oF a you. Everything you need in West Coast Upland 
Be ’ ry : = Hemlock and old-growth Douglas Fir is here— 
. é, | ; a -s waiting your order. 

’ . _ Tell us what you need. You are especially in- 
1g 7. : vited to try our high quality 


; |: KILN DRIED 

& a WEST COAST UPLAND HEMLOCK 
3 a We know Oregon-American lumber will please 
n ss you. 300,000 feet daily 


DREGON-AMERICAN LUMBER CORPORATION Vernonia, Oregon 
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Armstrong's Adhesive A-1 

A new thermosetting resin com- 
pound, Armstrong’s Adhesive A-1, 
joins metals, glass, ceramics, plas- 
tics, wood and numerous other rigid 
materials to themselves and to each 
other. Strength value tests have 
often proved the adhesive to be 
stronger than the materials bonded. 
The resin mixture contains no vola- 
tile solvent and does not shrink or 
swell upon hardening. It is said the 
entire composition sets up to a rigid 
solid and becomes the adhesive 
bond between the materials to 
which it is applied. As reported, 
since this adhesive contains no vola- 
tile constituents it can be used as 
a gap-filling material; also mate- 
rials to be bonded together may be 


assembled immediately after appli- 
cation of the adhesive A-1. Write 
Armstrong Products Company, 
Dept. AL, 212 N. Broadway, Bur- 
ket, Ind. 
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Warp-Resistant Cupboard Door 

This cupboard door has plywood 
facings of three-ply hardwood 
bonded to a rim of low density 
wood which is relatively inert and 
less subject to warp and twist. The 
problems of bonding high and low 





density woods together are solved 


by the use of Bakelite BCU-22 urea & 


liquid resin glue. Ribs between the 
facings prevent them from sinking 
away from a level plane, and in- 
terior ventilation keeps the inside 
dry and all parts at the same tem.- 
perature. According to the manv- 
facturer the door will not warp 
and is warranted to stay flat under 
any normal condition. Write Wis. 
consin Laminating Company, Dept. 
AL, Chilton, Wis. 





New Tag Midget Moisture Meter 

Moisture content of wood and 
plaster can be determined quickly 
with the new Tag Midget Moisture 
Meter. This portable instrument 
indicates percent moisture direct, 
at the touch of a button. To check 
wood, the user inserts the needle 
electrodes in the sample, presses a 
button, and reads moisture content 
direct from the large, open scale, 
calibrated from 7 to 30 percent 
moisture. To check plaster, the 











Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 


45% More 


Efficient — 
will not 
smoke 
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Extra features bring you EXTRA PROFITS with 
Majestic 
CIRCULATOR FIREPLACE 















Fits any 
mantel 
style 


featuring the 


COOL AIR 





Exclusive Heat-Boosting “RADIANT BLADES” 


PLUS patented poker control and ‘‘angle seals’’ 





Costs no more than ordinary fireplace, yet this 
ready-built unit turns any fireplace into an 
efficient heater. Wide heat-radiating fins guide 
cool air over hottest surfaces for greater heat 
output. Send for latest details. 








The Majestic Co., 303-8 Erie St., Huntington, Ind. 


Also makers of Outdoor Fireplace units. Write today. 



















Windows 


Wallboard 


Waterproofing 


And cement, casements and casings! These 
—and hundreds of other building supplies— 
now move faster, safer and cheaper on mod- 
ern Rapistan Material Flow equipment. 

Rapistan conveyors move your materials 
from boxcar to storage; from storage to de- 
livery truck—with no in-between handling! 
They save you countless man-hours, reduce 
breakage, and give trouble-free service— 
indoors or outdoors—for years! 

Whether you need a gravity conveyor for 
fast unloading, a power conveyor for loading 
and stacking, or a complete “flow” system 
—buy Rapistan! It’s profitable. 


SEND FOR YOUR COPY of “The Hands that Lift the 
Materials Lower the Profits!’ See how Rapistan 
equipment cut boxcar unloading cost from $17.10 
to $1.90; reduced frame and door storage handling 
cost 68.7%; made possible simultaneous unloading 
and sorting of lumber—how Rapistan can work 
for you! 


The RAPIDS-STANDARD COMPANY, Inc. 
237 Rapistan Building e Grand Rapids, Michigan 


Representatives in Principal Cities 











Southlawn Housing Project, Milwaukee. Architects: Ralph E. Schaefer, 
Frederick J. Schweitzer, George G. Schneider, Walter M. Trapp, 


Fritz von Grossmann. 


Contractor: see Eng. ” Milwaukee. 
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| STOCK andSeéEtl 


the high-value floor 


for low-cost housing 


wart | 
wana wee 


coe 6-0-0 
seve 


There'll be 
BIG DEMAND 
for these lower grades 


THIS YEAR! 


Special MFMA leaflets 
available, carrying full 
details regarding Sec- 
ond and Third Grades. 


With low-cost housing proj- 
ects more than ever in the spot- 
light, it’s simply good business 
foresight to maintain a full stock 
of the MFMA lower grades (Third 
or Third-and-Better) of genuine 
Northern Hard Maple flooring. 

Your position will be strongly 
competitive in price, and well in 
front in sales appeal and quality. 

The beauty, easy finishing and 
endurance of Northern Hard Maple 
make it a wise choice for such 
projects. And you'll find it moves 
quickly for modern quality-resi- 
dence work, too. Decorators ap- 
preciate the wide variety of inter- 
esting and beautiful effects obtain- 
able by simple staining of this fine 


» wood to desired tone. 


Write for NEWEST FOLDER 
listing all MFMA-approved floor 


. finishes and processes. Address— 


MAPLE FLOORING 


MANUFACTURERS ASSOCIATION 


Room 384 —46 Washington Boulevard 
OSHKOSH, WISCONSIN 


CONVEYORS: Power or Gravity, Portable or Stationary. 
; CASTERS e PLATFORM TRUCKS ° HAND TRUCKS 








FLOOR WITH orto HARD MAPLE 


BEECH AMO BIRCH 





Bur_ptnc Propucts MERCHANDISER Ke 








user removes the needles and 
presses the electrodes. directly 
against the surface being tested. 
The meter will then indicate wheth- 
er the moisture content of the plas- 
ter is above or below the value con- 
sidered the maximum for depend- 
able, peel-proof painting. The new 
meter is light, compact and self- 
contained—requiring no charts or 
conversion tables. It measures 
44%” x 414%” x 31%”, weighs less 
than 4 pounds, and uses only two 
common type batteries. Write Tag- 
liabue Division of the Weston Elec- 
trical Instrument Corporation, 


Dept. AL, 614 Frelinghuysen Ave., 
Newark 5, N. J. 





Cartridge Gun for Home Owners 

A compact, lightweight cartridge 
caulking gun designed primarily 
for use by home owners, is operat- 
ed with No. 8% Calbar Caulk- 
ing Compound “Hole-in-Top” car- 
tridges. This No. 26 Gun is com- 
pletely automatic. With pressure 
on the trigger, the compound is 
ejected through the nozzle without 
touching the inside of the gun, 
thereby eliminating cleaning after 
use. An internal spring keeps the 
cartridge ready for use at all times 
until all the compound has been 
expelled. Reloading is merely a 


matter of twisting the nozzle head - 


to remove it and dropping out the 
empty cartridge. The rod is pulled 
out from the rear of the gun, a 
new cartridge inserted into the 


barrel, and the end cap replaced. 
Write Calbar Paint & Varnish Co., 
Dept. AL, 2612-26 N. Martha St., 
Philadelphia 25, Pa. 





1950 Package Aftic Fan 


Interesting development in the 
field of home cooling is the 1950 
package Attic Fan with automatic 
ceiling shutter. This vertical dis- 


56 


charge fan is designed for fast, 
low-cost installation. All the con- 
struction work required is a ceiling 
opening and adequate exhaust 
areas. Fan, motor and suction box 
are all in one unit that is placed 
on the attic floor; no screws or 
bolts required to hold it in place. 
A heavy rubber base provides an 
air seal and cushion between the 
fan frame and attic floor. Only 
174%” high, this fan is ideal for 
low-clearance attics. The automatic 
ceiling shutter is installed by at- 
taching to wood frame of ceiling 
opening with screws. No extra 
plastering, papering or painting. 
Shutter and trim are finished in 
light ivory (baked enamel) to har- 
monize with any room color. For 
literature, write Hunter Fan and 
Ventilating Company, Dept. AL, 
400 S. Front St., Memphis, Tenn. 








Self-Adjusting Rolling 
Door Assemblies 


Immediate delivery has been an- 
nounced for the new . Universal 
Self-Adjusting Rolling Door As- 
semblies. (Patent pending.) Main 
feature of this new rustproof slid- 
ing door hardware is the self- 
adjusting spring tension built into 
the top rollers, allowing the builder 
to use all the space between ceiling 
and floor without waste. This new 
principle reduces construction ex- 
pense considerably and eliminates 
fitting time because the self-ad- 
justing springs, on swivel action 
wheels, compress for quick, easy 
installation. Doors may be re- 
moved, reversed, or replaced in sec- 
onds. The spring tension also com- 
pensates for uneven flooring or 
ceilings. The lower sheave adjust- 
ment corrects tilted or off square 
openings. Universal Self-Adjusting 
Roll-A-Door Assemblies may be 
used on any size wood, hollow 
metal, flush, panel, or composition 
doors. Write Roll-A-Door Hard- 
ware Corp., Division of Standard- 
Keil Hardware Mfg. Co., Inc., Dept. 
AL, 639 Broadway, New York 
City, 12. 











Hasko Introduces New 
Solid Kor Door 


The new Hasko Solid Kor e.- 
terior grade flush door is said to 
be a door of exceptionally fine ap 
pearance with high warp resistance, 
Solid Ponderosa Pine blocks from 
114%” to 2” wide and up to 20” in 
length make up the solid core. Ac. 
cording to the manufacturer, all 
six sides of each block are smoothly 
finished to assure the precise fit 
and good glue bond necessary to 
weather resistance. Wide rails top 
and bottom seal the end grain of 
the core blocks from moisture ani 
permit up to 34” trim from each 
end, when required. Selected ve 
neers of birch or other specified 
woods are used on the faces. For 
all-around appearance, the stiles 
are made of the same wood species 
as the faces. Between faces ani 
core is a layer of 1/10” thick hard- 
wood cross-banding. The doors may 
be furnished with cutouts for glaz- 
ing in any of 16 standard designs 
or to specifications on order. It is 
produced in four standard sizes. 
Write Haskelite Manufacturing 
Corp., Dept. AL, Grand Rapids 2, 
Mich. 





Handicrafter Letter Box 

Made entirely by hand, this or 
namental mail box is of heavy 
gauge brass, finished in- clear lac 
quer or any color desired. The 
hanger for the box is hand wrought 
iron, and is furnished complet 
with mounting screws or hold-tight 
anchors for stone or other type 
of masonry. Attractively finished 
in baked enamel Bone China White, 
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Punching Rack where flooring is separated for 
length and grade at Knoxville, Tenn. 
You buy more than price when you specify this 
newest member to Atlantic’s line of proven 
products. 

This Appalachian Red and White Oak of 
even color and texture is carefully kiln dried 
and precision machined to give you the best in 
character and appearance. 

Here’s one of the production operations that 
guards the quality and uniformity of Vestal 
Brand Flooring. Watch for these candid shots 
as they will appear above. 

Remember, you can order flooring in mixed 
cars with other Appalachian hardwoods from 
this “Headquarters for Hardwoods.” 


Headquarters 


for 
Hardwoods 


THE ATLANTIC LUMBER Go. 


88 BROAD STREET 
BOSTON, MASS. 


1055 SENECA STREET 
BUFFALO, N. Y. 
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Larch lumber as manufactured by member 
mills of the Western Pine Association, is be- 
coming more and more popular. Everywhere 
wholesalers, dealers and builders are finding 


‘ Larch profitable to handle, easy to sell and 


excellent to use. 

Larch is one of the strongest and most 
durable of the soft woods. Its uses range from 
bridge timbers to paneling and fine cabinet 
work. All kinds of paints and stains can be 
successfully applied to Larch with pleasing 
results. You can stock and recommend Larch 
with confidence. 


For more information about Larch 
send for the free illustrated 52-page 
book. Address 

WESTERN PINE ASSOCIATION 
Yeon Building + Portland 4, Oregon 


THESE ARE THE | Idaho White Pine, 
WESTERN PINES | Ponderosa Pine, Sugar Pine 


THESE ARE THE | Larch, Douglas Fir, White 
ASSOCIATED | Fir, Engelmann Spruce, 
woops | Incense Cedar, Red Cedar, 
Lodgepole Pine. 


WOODS FROM | THE WESTERN PINE REGION 


La" 





WELL MANUFACTURED ‘Y 


pm) THOROUGHLY SEASONED j 


aurora 
S — ARIZONA i NEW MEXICO CAREFULLY GRADED ¥ 


£ NEVADA j 
. UTAH =} COLORADO 


7mm 














subdued Cherokee Red (terra cot- 
ta), rich Jonquil Yellow and Ebony 
Black personal color preference, at 
no extra cost, can be extended fur- 
ther to match any color sample 
sent to the manufacturer. Hand 
lettering of the purchaser’s name 
or address is optional and is in- 
cluded in the regular price. Colors 
chosen for lettering harmonize 
with the colors of the mail box 
proper. Where added after-dark 
visibility is needed, luminous paint 
can be used for the letters or nu- 
merals at slight additional charge. 
Write Racine Specialty Manufac- 
turing Co., 1417 Hamilton St., 
Dept. AL, Racine, Wis. 





Rapistan Box Car Loader 


A new Rapistan Box Car Loader 
is engineered for efficient loading 
of bagged goods into rail cars. The 
new portable power belt unit main- 
tains a smooth flow of bags with a 
manual 


minimum of handling. 








Sacks move from the delivery end 
of the loader to the correct shoulder 
height of a stacker, who deposits 
the bags on the pile with an easy 
rhythmic motion. There is no lift- 
ing of materials from floor-trucks 
to stacks, allowing the stacker to 
handle a constant flow of goods with 
minimum effort. A crank-operated 
telescoping bed section extends the 
Rapistan Box Car Loader to almost 
16 feet, or retracts to less than half 
this length. The unit can be ad- 
justed to flow bagged goods to any 
desired spot, and may be quickly 
telescoped to change location with- 
in the rail car. A delivery section, 
with lift handles at the end and 
both sides, is easily raised and 
locked at any of five operating 
angles. Write the Rapids-Standard 
Company, Inc., Dept. AL, 236 Rap- 
istan Bldg., Grand Rapids, Mich. 


Automatic C Clamp 
Speeds Work 


A time-saving new “C” Clamp 
with quick setting features has 
been made possible by the develop- 
ment of a safe and fool-proof clutch 
device. By pressing a button the 
clamp can be closed on the material 
in a second. When the clutch but- 
ton is released the clamp is tight- 
ened in the usual manner, but the 





clutch cannot be disengaged until 
the pressure has been removed. The 
unit is ideal for ship carpenters 
and others who have many pieces 
to hold together firmly at a multi- 
tude of points. Several applications 
of the quick-acting clutch have al- 
ready been made and others are in 
prospect. First application has been 
in a series of “C” Clamps in 4-, 6- 
and 8-inch sizes, sold under the 
name of “Gordon Automatic C 
Clamps.” The clamps are forged 
from SAE 1040 steel, stress re- 
lieved after forging. The design in- 
corporates extra reinforcement at 
the back corners where most fail- 
ures occur. The screw is threaded 
for length and the clamp is usable 
for all its rated size. Write Lock- 
rey-Fater Corporation, Dept. AL, 
401 Broadway, New York 13, N. Y. 
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Distributors of 


SUGAR PINE 


WHITE FIR 


Selling the Products of: 


McCloud, Calif. 


Bend, Ore. 





MEMBER 
Western Pine Association 
Ponderosa Pine Woodwork 





District Sales Offices 


San Francisco 5 New York 17 


—_ 





| Sheviin-McCloud 
Lumber Co. 


SHEVLIN PINE 


PONDEROSA PINE 


DOUGLAS FIR 


THE McCLOUD RIVER LUMBER CO. 
THE SHEVLIN-HIXON COMPANY 


EXECUTIVE OFFICE 
900 First Nat‘l-Soo Line Bldg. 
West Coast Lumbermen's Association MINNEAPOLIS 2, MINN. 














Chicago 1 
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NORTHERN 
WHITE PINE 
NORWAY 









































RAINY LAKE LUMBER CO. Ltd. 





Sales Office: 


2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 






































AGED TRIM SAVES... 


Here’s why John Day is the most profitable 
door and window trim you can handle: 


You save sorting, save handling, when you sell 
til John Day packaged trim. 


The \ j You don’t have inventory losses on dirty, 
ti ' damaged trim. John Day packaged trim is as 
te clean on the job as when it leaves our mill. 

es 


Iti Builders like it. Only John Day trim is al- 
Sad ways superior “A” Grade Ponderosa Pine. 
Lons \ Complete bundles are ready to drop near each 
al door or window opening. Decorating costs 
2 in less, since it seldom needs sanding and Pon- 
een , dA derosa Pine takes less paint. 


, 6 aan . You can show a faster turnover on a lower 
the Wh inventory with John Day packaged trim. It 
is distributed only through millwork job- 
bers. Write us today for the name of the 

jobber nearest you. 


OREGON LUMBER COMPANY, Baker, Oregon 


JOHN DAY PONDEROSA PINE PRODUCERS 
AND MANUFACTURERS since 1889 





1927 «= BRAND -- 1950 
OAK FLOORING 


Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion: Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA< grad- 


ing rules. You, too, can keep your stock in proper balance 


: by using W. T. Smith Lumber Company's MIXED 
Try a shipment and see for . CAR SERVICE. Order what you need when you 


yourself the fine quality of a need it and keep your lumber inventory profitably 
Ozark Brand. aie balanced. 


Oak Flooring Mouldings Pine Flooring 
Dimensions Siding 





Selective Cutting Assures Permanent Supply 


W. T. uu 





THE OZARK OAK FLOORING CO. 
= el do sae ele 


66 YEARS OF MANUFACTURING YELLOW PINE* AND HARDWOOD 
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Lincoln Twin-Motored Edger 


The Lincoln E-7 Edger will finish 
not only the last *4-inch strip of 
flooring but also other hard-to-get- 
at places. Some of its special fea- 
tures are: Twin motors—one oper- 
ating the sanding disc and the 
other the dust pick-up fan, thus 
assuring fully efficient vacuum ac- 
tion regardless of load on the 
sander. Adjustable casters—to cope 
with uneven floors. Hand remov- 
able sanding discs—no wrench 
necessary. Dustproof bag with zip- 
per opening for easy emptying. 
Perfect balance—for easy operation 
by either amateur or professional 
users. Power for toughest jobs. 


Light—to illuminate dark areas. 
Write Lincoln-Schlueter Floor Ma- 


chinery Company, Dept. AL, 1250 
W. Van Buren St., Chicago 7, IIl. 


Magnesium Wedges for Power 
Chain Saw Use 


With magnesium wedges, accord- 
ing to users, chain saw teeth will 
cut two to three times the usual 
amount of log feet. Because mag- 
nesium is 1/6th the hardness of 
saw teeth, it does not nick and dull 
the teeth like heavier wedges do 
when they are accidentally driven 


WEDGE 
CHAIN 


























_ s & 

or fall on the teeth. Also the cut- 
ters can carry the wedges in their 
pockets for instant use and thus 
save considerable time. Valuable 
filing time is saved because the 
teeth stay sharper longer. No mat- 
ter what make of power chain saw 
is used, one of the manufacturer’s 
M or A series of magnesium wedges 
will fit the saw kerf. These wedges 
are said to give a superior wedg- 








ing job because they stick in the 
saw kerf, have wide points, and do 
not mash into ends of logs. De- 
scriptions of wedges, designed for 
every use, are available in an illus- 
trated folder. Write Michigan 
Wedge Company, Dept. AL, Stur- 
gis, Mich. 


























Improvements in the 
Standard Register Line 

The Standard Register Company 
is manufacturing its entire line of 
autographic registers and other of 
its mechanical products in the color 
finish—business machine grey, de- 
signed to add smartness. Other re- 
cent improvements include a new 
pressure bar used for holding mul- 
tiple copy forms in fixed position 
while being separated from the re- 
mainder of the continuous forms in 
the register. The new pressure bar 
allows forms to be separated clean- 











TO SERVE YOU BETTER... 


Our Mills are Running Day and Night to 
Supply You with Our Western Woods 


PONDEROSA PINE 


SUGAR PINE 


DOUGLAS FIR 


WHITE FIR 


INCENSE CEDAR 

























The Relph L. 


Mills: Anderson and Canby, California 
Sales Office: Anderson, California 


ANDERSON, CALIFORNIA <em> 
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DON'T 


CONVEY IT 






CARRY IT— 







Cut handling costs— 
increase safety—reduce 
manual handling with 
conveyors. Eliminate 
those costly time wast- 
ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 
and speedy handling 
of your products. 


Get complete informa- 
tion today — write for 
Bulletin No. AL-80. 


Standard Conveyor Company 
General Offices: 
North St. Paul 9, Minnesota 


Sad Bas’ 


RAVITY & POWER 
CONVEYORS 























TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 











Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
(\_(\ 
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a 
af Makes Pickets Picket Cutter 
of at Low Cost 
or 
e- Points 200 to 250 154"" to 354" width pickets per hour ear after year use. 24'' high. Hand operated. 30" 
with planer-smooth finish, No sanding. required. ong handle provides easy leverage. Anyone can 
e- Adjusts to cut any degree of sharpness or bluntness operate. Enables you to utilize odds and ends of 
Ww of picket point. Light enough to carry to stock pile lumber profitably. Seven day delivery. Send today 
—wt. only 38 Ibs.—yet strong and p was Pr enough for for literature. 
- Net price $52.50 f.o.b. Wilmette, Illinois (Where state sales tax applies, add tax.) 
mn 
: SCHUBERT ini 
a H.A. CO. Machinists 
ir ‘ Pa d ° . ° F 
. tena 1212 Washington Ave. Wilmette, Illinois 








Reduce Delivery Costs 
YO U C A \ and SINCE 1918 
Speed up Deliveries 
with an Load and Unload a Load at a time 


R-B ROLL-OFF TRUCK BODY. 


Complete Beds Shipped KD 
EASILY MOUNTED 








Two Minutes Two Hours 





Write for Catalog & Prices Are Better THAD 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY 1, MO. 
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SINCE | Manufacturers of Highest 
1895 Quality Forest Products 


J NEILS LUMBER COMPANY 


IDAHO WHITE PINE * PONDEROSA PINE 
ENGELMANN SPRUCE * LARCH * DOUGLAS FIR 
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MILLS: Libby, Montana and Klickitat, Washington 


SALES OFFICES: Minneapolis, Minnesota; Chicage, 
Iinois; New York City, N.Y. 
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ly and evenly by tearing in virtu- 
ally any direction. In addition, an 
electric register was announced 
which feeds, registers, aligns and 
ejects business forms at the touch 
of a button, instead of the lever op- 
eration used previously. Write the 
Standard Register Company, Dept. 
AL, Albany and Campbell Sts., 
Dayton 1, Ohio. 





SSAW (wEw move. 160) wim miTRE ATTACHMENT 
THT -TAGLE ane CEPTS CuT 


Bradford 6" Portable 
Electric Saw 

Bradford’s 6” portable electric 
saw is designed with adjustable 
base permitting depth of cut ad- 
justments and bevel cutting at any 
angle from 0 to 45 degrees. Known 
as the Metalmaster Model 160, the 
saw will cut to a maximum vertical 
depth of 2” and a minimum ver- 











tical depth of *4”. At an angle of 
45 degrees, maximum depth of cut 
is 1144” and minimum depth is 
32’. The saw is designed for 
heavy duty service by builders, 
contractors, lumbermen and in gen- 
eral industry. The saw is powered 
with a universal 110 volt AC/DC 
motor which drives the 6” diameter 
blade at 4000 r.p.m. no load speed. 
Maximum driving power is _ ob- 
tained through the use of helical 
gears made from chrome-molly 
steel, heat treated to correct hard- 
ness. Ball bearings with perma- 
nent lubrication are used through- 
out. Standard equipment furnished 
includes a combination rip-crosscut 
blade and 10 feet of rubber covered 
three conductor cable with plug. 
Write The Bradford Machine Tool 
Company, Dept. AL, Evans & Via- 
duct Sts., Cincinnati, Ohio. 


“Lamboard" Now Being 
Manufactured 


An economical laminated board, 
developed recently by the B. C. 
Coast Woods Trade Extension Bu- 
reau, is now being manufactured 
by a Vancouver company. Lam- 
board, the trade name for the prod- 
uct, was intended originally as an 
unstressed utility board. The fin- 
ished material, however, has such 








good decorative value that archi- 
tects are specifying the board for 
various interior finishes. All work 
to date on lamboard has been in 
seasoned Pacific Coast Hemlock. 
The technique for the manufacture 
of the board can be applied with 
little change to any coast species, 
The Bureau is now experimenting 
with a board made up of Hemlock 
and Cedar. A nominal 1-inch thick 
laminated board is obtained from 
a built-up cant. A water-resistant 
glue is used in the manufacture 
which makes the board suitable for 
practically all interior uses. The 
side and butt joint glue lines add 
character to the board when var- 
nished but cover well if a painted 
surface is desired. The standard 
width for lamboard is 12’, but 
boards up to 14” can be made. 
Lengths up to 20’ can be obtained. 
For flooring and stepping, edge 
grain Hemlock lamboard gives an 
attractive and durable surface. In 
areas not subjected to hard wear 
a mixture of flat and edge grain 
lamboard is most suitable. The com- 
bination of flat and edge grain 
Hemlock securely ~- bonded with a 
water-resistant glue is an_ ideal 
material for decorative paneling, 
doors, shelves, counters, and furni- 
ture stock. Write the B. C. Coast 
Woods Trade Extension Bureau, 
Dept. AL, 837 West Hastings St., 
Vancouver, B. C. 
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PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 








CALIFORNIA 








~ 








WINTON LUMBER SALES CO., 


4 ; Vv 


INTO. 


California Sugar Pine @ Ponderosa Pine 


Douglas Fir @ Red Cedar 
Western White Spruce 


Mouldings and Cut-to-Length 
Window and Door Trim 





Foskay “ower. MINNEAPOLIS 2, MINN. 
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Quality Lumber 
for 62 Years 





































HOLT HARDWOOD (0. 


Manufacturers of 


STRIP @ BLOCK 
and 
HERRINGBONE 
FLOORING 











. 
BROOM HANDLES 
GRADED SAWDUST 















* 
High Grade Northern Hardwoods 
* 
Custom Kiln Drying 


Members: M. F. M. A. N. H. £. A. N. H. & HM. A. 


OCOnTO, WISCONSIN 








Exterior and Interior 
DOUGLAS FIR PLYW 
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SOUNDBILT 


OOD 












Made Soundly to Sell Soundly 


The name, “Soundbilt’’ is your assurance of quality 
and satisfaction in buying erior or Interior Doug- 
las Fir Plywood. 

“Soundbilt” is truly SOUNDLY-BUILT Plywood — 
made from selected old-growth peeler logs, laid out 
for efficient, economical production. 

Modern equipment, skilled workers and close super- 
vision assure you the best of manufacture. Avail- 
able in all standard DFPA grades. 


Consult us on your needs today. 


PUGET SOUND PLYWOOD, Inc. 


Tacoma 2, Wash. 
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SOUTHERN PINE 
HARDWOOD FLOORING ¢ 
SOUTHERN HARDWOODS @ 


Urania’s Modern Facilities, 
Backed by Giant Tree Farm, 
Assure You SERVICE 


Urania's completely modern facilities assure 
you well-manufactured lumber. Urania’s 
130,000 acres of timberland operated as a 
tree farm assure you a continuous supply 
source. 









The quality of Urania lumber and flooring 
have won an enviable reputation among 
buyers over the past 50 years. 





For lumber and service that few concerns 
can match, call on Urania. 





Straight or mixed cars of Urania Southern 
Pine, Hardwood Flooring and Southern 
Hardwoods. 



















STRAIGHT CARS 
MIXED CARS 


including 
lumber, plywood, doors 





DOUGLAS FIR 
WEST COAST HEMLOCK 


G 


mo THE GRISWOLD LUMBER GO. 5 


Manufacturers and Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 


Prompt 


Dependable 
Shipment 


Values 











1S Million Feet Annvel Cut 45 Million Feet Annvel Cut 


Telephone ATWATER 8319 
AFFILIATED 
\ MILL INTERESTS: 


Carlton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON 
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OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufacturers of 
WOODWAY 

VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS—ST’D & SPEC. ' 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 





WE SPECIALIZE IN BASS. 
OOD AND PONDEROSA 


+ OTHER NORTH 
HARDWOopDs AVAILABLE. 











WOODWAY quality, 
means 
Extra Profits 
for YOU 








“The Good Way to Buy 


WOODWAY 











Modern Wet-Process Plant 


cage MOTT 


* 


THIS MODERN wet-process plant of the Halliburton Portland Cement Company in 
Corpus Christi, Tex., employs a closed circuit grinding system for both raw and finish 
grinding. Reported as advantages of this system are lower power cost and uniformity 
of size of ground particles. Rated capacity of this plant is 4,000 barrels of cement 


per day. 
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cer tHe PLUS SALES 


DAY AFTER DAY 
MAKE THOSE EXTRA PROFITS 


Cleveland 


TIMBER FITTINGS 


RIBBED STEEL 

CROSS-BRIDGING 
Created by Builders... 
FOR Builders. Always 
in demand for build- 
ing or remodeling. 
Quick shipments. 

TIMBER RINGS 


Also... CLEVELAND Joist and Plate 
Anchors @ Post Caps and Bases @ Wall 
Plates @ Plate Washers @ Anchor Bolts. 


Send for complete CLEVELAND Catalog 
—TODAY! 


CLEVELAND STEEL SPECIALTY CO., INC. 


3765 E. 9ist STREET e CLEVELAND 5, OHIO 


JOIST HANGERS 








Robert Cox, General Manager 
of Morrison-Merrill 


Robert J. Cox, who has been with 
the Morrison-Merrill Co., Salt Lake 
City, Utah, continuously since 1929, 
was elected to the position of general 
manager of the company. He was 
also made a director and vice-presi- 
dent. He returned to Salt Lake City 
recently from Pocatello, where he 
had been the company’s branch man- 
ager for several years. In addition 
to being in charge of the main plant 
at Salt Lake City, Mr. Cox has gen- 
eral supervision of company ware- 


houses at Pocatello, Twin Falls, and . 


Boise, Ida., and also Reno, Nev. 


Official Seal Used on 
Bags of Processed Perlite 


This Official Seal of the Perlite In- 
stitute, approved and adopted by the 
member companies is used on bags 
of processed perlite, testifying that 
the contents meet the rigid specifica- 
tions of the Institute. 


Being a relatively new industry, 
perlite has been a subject of much 
confusion, according to Wharton Clay, 
secretary of the Institute. This was 
due mainly to the lack of early 
standardization within the industry. 
The dealers and distributors, even the 
ultimate consumers, were never quite 
sure whether they were buying per- 
lite from a reputable source that 
actually made a good product. This 
Seal is designed to end the confusion 


and assure the dealers and users of 
perlite that the product they are buy- 
ing is a standardized product manuv- 
factured to comply with rigid Insti- 
tute specifications. They conform 
to ASA A42.1 with refinements. In 
establishing these specifications, such 
organizations as the Underwriters’ 





SMemsth 


COPYRIGHT 1950 


Laboratories, Inc., National Bureau 
of Standards, the John B. Pierce 
Foundation and many Colleges and 
Universities throughout the country 
have been consulted. The Institute 
was also guided by recommendations 
of leading plastering contractors. 

The use of this Seal is considered 
to be one of the most important steps 
yet taken by the Perlite Industry 
establish its products firmly within 
the building industry. 
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Screen Sales are 
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! Nationally advertised 
ysTP ROOF Lumite—the ideal screen 

+" } cloth for every exterior use 
ypROOF: —is distributed through 
hardware, woodwork and 

! building supply wholesalers. 
puRABle: Order now! Write for FREE 


sample and information. 


LUMITE DIVISION 


CHICOPEE MFG. CORP. OF GEORGIA 
40 WORTH STREET, NEW YORK 13, N. Y. 























NEW SLOPES for the Donley 
TRI-VENT Ventilator 


The newest type of Donley Louver Ventilator is the Tri-Vent, 
installed at the top of the gable angle. Announced last March, 
it has made so many friends that two new slopes are being 
added—No. 10-12 for steep roofs and No. 5-12 for shallow 
slopes. Original types were Nos. 6-12 and 8-12, each number 
representing inches of rise per lateral foot. 


ATTIC & FOUNDATION VENTILATORS 
Donley Makes Every Type 


Louver Ventilators in rectangular, half round and quarter round 
shapes beside the Tri-Vent. Adjustable foundation and general 
purpose ventilators of cast aluminum that never need to be 
painted. Also fixed, cast iron ventilators of many sizes. Be 
sure your Donley Catalog is the latest issue. 


THE DONLEY BROTHERS COMPANY | 


13928 Miles Avenue, Cleveland 5, Ohie 
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Manufacturers of 


RED CEDAR 
TP/ SIDING 


and 


SHINGLES 


The Brand to Rely on for 
Quality Products 




















Distributed through the 
Wholesale Trade exclusively. 





























THURSTON-FLAVELLE LTD. 





Port Moody, B. C. Canada 


LDING Propucts MERCHANDISER 





Sik ) > Good 


rm SSUDGMENT.. 
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GABRIEL! 


A name that has 





Basement Windows 
stood for quality 


© 
_and leadership in Coal Chutes 


the Home Build- 
ing Specialties 
field for years. — Ash Pit Doors 
Better Products — a 
Greater Profits, ° 

Joist Hangers, etc. 


Dome Dampers 





Ask for Catalog. 











National Sales Representatives: HARRIS, Inc. 
200 E. Long St., Columbus 15, Ohio 


SA Gae es t Se ie ee COMPAN Y 
2. Mich 


4/3700 Sherwood. Defrost 
















Steel Kitchen Cabinet Institute 
Considers Change in 
Measurements 


The Standardization and Simplifica- 
tion Committee of the Steel Kitchen 
Cabinet Institute is giving considera- 
tion to a change in measurements 
above the counters of base cabinets 
and bottom of wall cabinets. 

Some years ago the Institute sug- 
gested an 18” space between the work 
surface and the bottom of the wall 
cabinets. The present recommenda- 
tion is to provide for a 15” space 
above the counters to the bottom of 
wall cabinets so that no shelf would 
be more than 72” from the floor. The 
present practice calls for utility cabi- 
nets of 84” height from the floor, 
which brings them in line with the 
top of the 30” wall cabinets. 

The change, sponsored by the Small 
Homes Council of the University of 
Illinois, it is pointed out by them, is 
desirable for several reasons. One is 
storage is facilitated when the top 
shelf is not more than 72” from the 
floor. This height more nearly meets 
reach-grasps of women. The inherent 
safety features are stressed. 

The 15” space between base and 
wall cabinets is sufficient for work 
purposes and items placed on coun- 
ters. The value of keeping utility 
cabinets, for broom storage, in line 
with wall cabinets is questioned. It is 
pointed out an important item in kit- 
chen planning is preparing and serv- 
ing meals, which should take prece- 
dence over any utility storage phases. 
The opinions and experiences of all 





manufacturers of steel cabinets, as 
well as others interested, are ear- 
nestly desired by Arthur J. Tuscany, 
Executive Secretary of the Steel Kit- 
chen Cabinet Institute, Engineers 
Building, Cleveland 14, Ohio. 


Lumber Firm Expands 


The Van Deinse Lumber Sales 
Corp., wholesalers of west coast for- 
est products in Eugene, Ore., an- 
nounces further expansion of its 
business by the addition to the or- 
ganization of Henry Tomseth, W. L. 
Clabuagh, and H. J. (Herb) Cox. 
Rufus F. van Deinse, president, will 
be in active charge of sales. For 15 
yeafts prior to 1946 he was manager 
of the Edward Hines Pacific Coast 
Lumber Company, with headquarters 
in Portland. 

The Van Deinse Lumber Sales 
Corp. was organized in 1946 as suc- 
cessor to the Van Deinse Lumber 
Company which was founded in 1928. 
The company will deal in all west 
coast, Western Pine and Redwood 
forest products, including doors, ply- 
wood and shingles, supported by ade- 


quate and reputable manufacturer 
connections throughout Oregon, 
Washington. California and British 
Columbia. 


New Warehouse and Offices for 
Building Products Supply Co. 


A new warehouse and office build- 
ing for Building Products Supply Co., 
Inc., wholesalers 


of building prod- 


ucts, is being constructed at an esti- 
mated cost of $100,000 at 6818 Man. 
chester Ave., St. Louis, Mo. The 
new fireproof structure is planned to 


triple the company’s present facili- 
ties. It will contain 17,000 square 
feet of warehouse space and 15,000 


square feet of dock and drive-away 
area with an additional 50,000 square 
feet of ground available for future 
expansion. 

The company’s loading docks are 
designed in saw-tooth construction to 
permit truck loading from either end 
or side of the truck. All material will 
be handled mechanically. The facili- 
ties will be served by a new spur on 
the main line of the Missouri Pacific 
Railroad. 

President Eugene H. Fahrenkrog 
reports that completion of the new 
building is expected by September. 
Now in its third year, Building Prod- 
ucts Supply Co. is Celotex Corpora- 
tion’s distribution outlet in the St. 
Louis area and also handles other 
nationally advertised lines of build- 
ing materials. 


Armstrong Awarded 
13 Certificates of Merit 


Thirteen Certificates of Merit were 
awarded the Armstrong Cork Com- 
pany in the recent 1950 Building 
Product Literature Competition spon- 
sored by The American Institute of 
Architects and The Producers’ Coun- 
cil, according to an announcement by 
Lessing Whitford Williams, A.I.A., 
Chairman of the Board of prominent 














Jacksonville 1, Florida 
Telephone 4-5578 








MIXED CAR SERVICE on SHED STOCK 
For the RETAIL TRADE, Featuring: 


“Ss Z Li 2 FZ. Ld i ' le /” | 
Soft-textured Yellow Pine Finish, Mouldings, | 
Paneling, Ceiling, Siding and Close 
Grain Flooring—"Shed Conditioned” 
in the Rough AFTER KILN DRYING 
to insure Accurate Machining 
APPALACHIAN WHITE PINE PANELING 


BALDWIN LUMBER COMPANY 


Division of WILLIAMSON TIE COMPANY 


| 

| 

On the main Line of SOUTHERN RAILWAY at CORNELIA, GA. 
Offering FAST DISPATCH in all Directions | 

| 

' 


Sales office at WILLIAMSON TIE CO., 


P. O. Drawer 1527 











We're Branded . . 
and proud of it! 


Look for this mark of quality 















PINE AND HARDWOODS, WIREBOUND BOXES AND CRATES. 
PRESSURE TREATED LUMBER, TIMBER AND POLES. 









T. R. MILLER MILL CO., INC. 
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Hall & Brown. W. W. 


RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 


Idaho White Pine 
Douglas Fir 


PLANER and JOINTER KNIVES 


also high speed knives and molding cutters 
fen the woodworking industry. 
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‘TAYLOR-STILES & CO. 


Riegelsville, New Jersey 


Western Agents: 


Machine Co., St. Louis, Mo. 








Ponderosa Pine 


White Fir 
Cedar 
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ALIFORNIA 


SUGAR &G WESTERN 


- PINE AGENCY, INC. 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR Selects and 
ag Aw ia Shop 


California Ponderosa Pine 
Mouldings and Cut Stock 
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Pattern Lumber 
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RENO-KUKACHKA 
WOOD IDENTIFICATION CHART 


For the first time a simple and easy to understand 24-page 
commercial hardwood identification chart is available for 
both the expert and beginner. This chart places similar 
woods and their features side by side and plainly points 
out differences which separate one from another. 


Covers 28 most important hardwoods — makes visual wood 
identification accurate and easy with just the naked eye 
ind a hand lens. A simple, workable, one-source reference 
for only $1.00. Copies will be mailed approximately Octo- 
ber Ist. Send your order to: 


Vance Publishing Corporation 
139 N. Clark St., Chicago 2, [Illinois 








JAMES W. SEWALL COMPANY 


Consulting Foresters 


MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 








H. S. CHISHOLM, INC. 


737 W. 3rd St., Reno, Nevada 


Phone: 2-9125 P. 0. Box 1207 TWX: RE-40 
Wholesalers & Manufacturers’ Representatives 


Fine Sugar Pine, Ponderosa Pine, White Fir, 
Douglas Fir and Incense Cedar 


Cut Stock, Mouldings, Box Shook 





We Solicit Your Inquiries. 
Weekly Price Quotations and Transit Car Lists 
Mailed Free Upon Request 


—_— 
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Builders everywhere are enthusi- 
astic about the New Infra-Red 
Dried Shingies. 













STAINED SHINGLE COMPANY 


355 SPRUCE ST. COLUMBUS 3, OHIO 





THE ECONOMICAL 
ANSWER TO BUILDERS’ 
WINDOW PROBLEMS 






Sash balances for doubile- 
hung windows . . . Schools, 
hospitals and industria, 

' commercial, residential 
construction. 


With Pullman Sash Balances builders can use 
prefabricated windows made without allowance 
t boxes or special type-balances. In- 
stallation is quick. On-the-job carpentry work a 
minimum. Thus laber costs are low. Offer pre- 
fabricated windows with genuine Pullman Bal- 
ances — or install Pullman Balances in stuck 
frames in your own shop. 






THE ONLY BALANCE WITH 
A LIFETIME GUARANTEE 


Guaranteed against imperfect workmanship 


»¢ materials for the lifetime of the building in 


installed. 


WRITE FOR LITERATURE 


PULLMA | MANUFACTURING CORPORATION 


ROCHESTER S. NM. ¥., BU. S.A. 


which thev are 
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architects who composed the Jury of 
Awards. 

Purpose of the competition, accord- 
ing to the announcement, is. to 
acknowledge excellence in building 
product literature and to aid manu- 
facturers in increasing the effective- 
ness of the literature which they pre- 
pare for architects and engineers.” 

The 13 pieces of Armstrong litera- 
ture receiving certificates of merit 
cover most of Armstrong’s building 
materials and flooring products. 


Canadian Factory Opened 
By R. D. Werner Company 


The opening of the new factory of 
the R. D. Werner Company (Canada), 
Ltd., at Oshawa, brings into produc- 
tion and employment, a firm which 
has a highly successful background of 
manufacturing experience in the met- 
al molding industry here in the 
States. The president of the Cana- 
dian company, R. D. Werner is also 
president of the parent company at 
295 Fifth Ave., New York City. 

Hon. Michael Starr, Mayor of Osha- 
wa and D. M. Storie, president of the 
Chamber of Commerce, were in at- 
tendance to witness the operation of 
the new 1100 ton extrusion press 
from which extruded shapes will be 
produced to supply the Canadian mar- 
ket. Gerald R. Whipman, the man- 
ager of the original plant which was 
established in 1947, is secretary and 
managing director of the new plant at 
Oshawa. 

It is the aim of the company to 


fabricate light metal extrusions for 
the industrial trade, as well as their 
nationally branded line of “Chrom- 
trim” metal moldings for the me- 
chanics trade and consumer market. 


Bird to Sell Silvercote Products 


Arrangements have been completed 
between top officials of Bird & Son, 
Ine., East Walpole, Mass. and Sil- 
vercote Products, Inc., Chicago, for 
Bird to sell Silvercote Reflective In- 
sulation in the states now covered 
by Bird’s Building Materials sales- 
men. 

The Silvercote products, added to 
Bird’s line of asphalt shingles and 
sidings, include three reflective in- 
sulation materials: Duplex, an ap- 
proved vapor barrier with two sides 
reflective; Simplex, a water-proof 
building paper with two reflective 
surfaces; and Flexray, approved as 
a vapor barrier with one side reflec- 
tive. 


West Coast Service Expanded 
by Marsh Wall Products 


In line with increased production 
of Marlite plastic-finished wall and 
ceiling panels, Marsh Wall Products, 
Ine. announces the expansion of its 
service on the West Coast. Additional 
wholesalers have been added to give 
Marlite dealers prompt and efficient 
service. In addition, the expanded 
distribution program is being super- 
vised by five Marsh representatives 
on the West Coast—men all expertly 
qualified to assist dealers in the sales 


and promotion of Marsh products. 

Marlite sales and distribution in 
this area are directed by E. C. Cramp. 
ton, western division sales manager, 
Marsh representatives and sales oflices 
on the West Coast are: Los Angeles 
—E. C. Crampton and Arthur PD, 
Hemphill, Jr., 924 E. Main St., Al- 
hambra, Calif. San Francisco—W. H. 
Marsh and R. L. Burgk, 1628 Webster 
St., Oakland 12, Calif. Seattle—Don-. 
ald M. Quackenbush, 918 24th North, 
Seattle, Wash. 


Roy Slagle Heads 
C. W. Ennis & Co. 


The sale of the controlling interest 
of the capital stock of C. W. Ennis 
& Co., Morristown, N. J., was re- 
cently completed by the Misses Mil- 
dred and Bertha Ennis and Charles 
S. Sharp to Roy E. Slagle of Ber- 
nardsville, N. J. James D. Ball con- 
tinues as secretary and_ treasurer; 
and Miss M. E. Ball remains as of- 
fice manager. 

Mr. Slagle, who has been asso- 
ciated with the Bernards Builders 
Supply Co. for many years, has sev- 
ered his Bernardsville connections to 
devote his full time and energy to 
C. W. Ennis & Co., as president of 
the firm. 


Masonite to Expand 
Western Sales Division 


Anticipating the opening this fall of 
its new plant in Ukiah, Calif., Mason- 
ite Corporation, Chicago, has an- 


nounced the expansion of its western 
sales division. 


George M. Syversen, 
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C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


Mfrs. of 
Genuine 
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Phone 1 69 


An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer's Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 


P. O. Box 391 


1842 
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GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


WHITE PINE 


Also some Norway and Spruce 


AIR-SEASONED 


Special. White Pine Dry Short Shorts. 
C. Sel. & B. 4/4 to 8/4 & wider x 16/71” 
1, 2, 3, 4 Com. 4/4 to 8/4 & wider x 13/71” 


Sawmills — Braeside and Temagami, Ontario 





(PINUS 
STROBUS) 


WATER-CURED 
Rough or Dressed 


MEMBERS N.W.L.D. Assn. 1950 











to slightly less in diameter. 


Meridian, Miss. 





CIRCULAR SAWS 
REPAIRED. 


Worn out Inserted Tooth Saws retoothed like new 


Only genuine Simonds Bits and Shanks used. 


Over 50 years’ experience 


J. H. MINER SAW MFG. COMPANY 


The original Miner Service 


Write for free Lumber & Log Soale — Dept. A 















Now in Our New Larger Modern Plant at 5237 E. Marginal Woy 


| BURNER with 
CONE GRATE 
* Burns 25°, More 
* With 75°, less smoke and 


cinders. Fool proof 
We Also Build 
BOILERS — 5 TO 1200 H.-P. 


TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


SEATTLE, WASH. 
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. @ professional safety engineers. 
ter © more than 90 
n- branch claim off 
th Coast to coast and in Canada, on 

Substantial dividends have been returned to 
policyholders since organization in 1912. 
Lumbermens =U UL) WY 

‘est Operating in New York state as 
nis Lumbermen’s Mutual Casualty Company of Iilinois 
re- James S$. Kemper, chairman « H. G. Kemper, president J 
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Lumber Corporation HARDWOODS e WHITE PINE © HEMLOCK 

80- 
ers - Our sustained yield forest management policy for the 
ev- a Yellow Pine past thirty-five years is providing for current needs of 
: S th H d d today and future demands of tomorrow. 

- outTnern marawoogs 

of e DEFEND YOUR TRADE 

| "A Wood for Every Purpose” with 

ot | KIRBY BUILDING HOUSTON, TEXAS MENOMINEE INDIAN MILLS 
on- & | Neopit, Wisconsin 
an- | 
~ | "Is it as Good as Kirby's?" Air-dried QUALITY LUMBER Kiln-dried 
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TANNEWITZ 2°°"*" Ta aia. | 
eeewmem | lependable Quality 
Cannes 


30 Days Free Trial | 








ORDER NOW OR SEND FOR 
CIRCULAR 








TANNEWITZ WORKS 


GRAND RAPIOS 
MICHIGAN 


7 =e a | HARDWOOD FLOORING 
ASS | 


In straight om or mixed with air 
oak dried Yeilow Pine Boards and 


~f u L Dbeeeht dimension. Best of manufacture. 
% & 6 











Satisfaction that will bring yoa 


ecan ck tor more. 
Lumber Corp., Cariton, Ore. ee 


d Manufacturers For prompt attention on your needs 


Douglas Fir aemiien 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 


S E. J. Linke, Pres. Guy Haynes, V. P. SELMA, ALA. and JACKSON, TENN. 
Graham Griswold, Secy. & Treas. Selma LD 9910 — Phones — Jackson 1885 





A Sustained Yield Operation 
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sow’s ear 


BUT 


A PIG’S EAR 


There is an old proverb that you 
can't make a silk purse out of a 


We make working drawings from 
sketches as shown for as little as 
THREE CENTS per FLOOR FOOT 
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North Front  E 


Send your House Plan Redrafting to 


LUMBERMAN’S PLAN SERVICE 


PROMPT — REASONABLE 


120 Machin 





St. Peoria 5, Ill. 
















ham’s Rock - 
Water Putty 


doubling, year after 


year.” What’s 
urham’s 
Hard Water 


gives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
Just mix 
¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ib. drums for 
industrial users. Order from your jobber. 


economical. 
needed. 


Most dealers report: 
“Our sales of Dur- 








Hard 
keep 


more, 


Rock- 
Putty 


with 


( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 
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water as 


The PLASTIC Repair Material 
in POWDER Form 


3] DONALD 
DURHAM 
COMPANY 
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This aerial view of Mullins Manufacturing Corporation’s Warren, Ohio plant shows 
an artist’s sketch of the new $700,000 warehouse now under construction. 


New Warehouse for 


Youngstown Kitchens Products 

A new warehouse with 147,000 
square feet of space and costing 
$700,000 is being constructed by Mul- 
lins Manufacturing Corporation at 
its Warren, Ohio plant for storage of 
finished Youngstown Kitchens prod- 
ucts. In announcing the _ building 
project, President George E. Whitlock 
said the warehouse will assure a more 
even flow of goods to the company’s 
64 national distributors and to its 
dealers, and will provide steadier 
work for employes. Finished products 
will be stored during periods of lower 
demand and will supplement factory 
production during periods of peak 
demand. 


The new warehouse attaches to the 
present plant building and will be 264 
feet wide and 560 feet long. It is the 
largest construction project under- 
taken by Mullins at the Warren plant 
since the original building was con- 
structed in 1920. Mullins operates 
one plant at Warren where Youngs- 
town Kitchens cabinet sinks and base 
cabinets are manufactured, and two 
plants at Salem, Ohio, where the ex- 
ecutive offices are located. One Salem 
plant is devoted to manufacture of 
kitchen wall cabinets and accessories, 
while the larger plant there makes 
porcelain enameled washing machine 
tubs, truck cabs and fenders, and 
other large metal stampings. 





manager of the company’s Sales En- 
gineering Department, has been ap- 
pointed director of western sales. Mr. 
Syversen will be assisted by C. H. 
Smith who will be manager of whole- 
sale-dealer sales, and Jackson Ed- 
wards, who becomes manager of in- 
dustrial sales. 

Eight states are 
sales division. Customers in Cali- 
fornia, Oregon, Washington, Idaho, 
Utah, Nevada, Arizona and New Mex- 
ico, after the huge new plant gets 
into operation, will receive shipments 
from Ukiah. Their orders will be 
processed by the division sales office 
at 111 Sutter St., San Francisco. 


in the western 


Elected Vice-President 
of Yale & Towne 


The board of directors of The Yale 
& Towne Manufacturing Company 
recently elected Elmer F. Twyman 
of Chicago as_ vice-president in 
charge of the Philadelphia Division, 
to succeed James C. Morgan who 
retired under the pension plan of 
the company, it was announced by 
Gilbert W. Chapman, president of 
Yale & Towne. The Philadelphia Di- 
vision manufactures and distributes 
the Yale line of hoists, industrial 


trucks, scales, and other materials 


handling equipment. 

Mr. Twyman brings to his new 
post within the Yale & Towne or- 
ganization many years’ experience in 
the materials handling field, including 
15 years as general manager of the 
Automatic Transportation Company 
Division of Yale & Towne, in Chi- 
cago, manufacturer of the Automatic 
and Transporter brands of electric 
industrial trucks. 

John A. Baldinger, assistant gen- 
eral manager of the Automatic Trans- 
portation Company Division, was 
transferred by Mr. Twyman to the 
Philadelphia Division and will be- 
come assistant general manager at 
the Philadelphia plant. 


Masonite President Honored by 
University of Nebraska 


Eugene Holland, president of Ma- 
sonite Corporation, received the high- 
est non-academic honor of the Univer- 
sity of Nebraska at Lincoln, June 3; 
when he was presented with a “Dis- 
tinguished Service Award” at the an- 
nual luncheon of the University of 
Nebraska Alumni Association. 


Mr. Holland was a leader in the 
formation of the university’s Chicago 
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Alumni Club. The citation accom- 
panying his award describes Mr. Hol- 
land as “one of the university’s most 
devoted alumni.” He was prominent 
in the campaign for the construction 
he university’s Memorial stadium 
and active on the university’s legisla- 
tive committee while a resident of 
Lincoln. Since inauguration of the 
University Foundation program two 
years ago, he has been its agent rep- 
resenting the class of 1913. 


"Greatest Profits Come 
From Bonus Business" 


“Your greatest 
profits come 
from ‘bonus busi- 
ness’ which you 
cannot get with- 
out extra effort,” 
Corporation, in 
advises V. R. 
Marsh, executive 
vice-president of 
Marsh Wall Prod- 
ucts, Inc., subsidi- 
ary of Masonite 


V. R. Marsh 


that company’s latest issue of the 


Marlite Dealer, an external house 
“Marlite Dealer,” an external house 
organ mailed to almost 25,000 dealers. 

“Lumber and building material 
dealers can put the ‘heart’ back into 
the home,” Mr. Marsh goes on to 
say. “We have permitted the sellers 
of gadgets, appliances, automobiles 
and similar things to take interest 
away from the home itself and cap- 
ture the consumers’ dollars.” 

Mr. Marsh said that dealers must 
jo more local advertising to take 
full profit advantage of the millions 
that manufacturers have spent ad- 
vertising building materials. Finance 
plans for automobiles and appliances 
take good prospects out of circulation, 
and dealers should offer the same 
privileges to get their share of the 
available dollars. 

“We have been selling the easy 
way,” Mr. Marsh continues, “picking 
our apples off the ground. The time 
has come for us to really reach for 
the good apples on the tree—there 
are plenty of apples.” 





CHAIN-SAW STORY 


The colorful one-truck caravans Henry 
Dis-ton & Sons have on the road have 
proved so successful that the century-old 
company is expanding the program to 
cover more territory. These mobile units 
take the chain-saw story to small towns 
ind rural areas by means of film, mainte- 
nance discussions and on-the-spot timber 
harvesting demonstrations in woodlot and 
forest. The colorful vans are small fae- 
tory annexes on wheels. Information con- 
cerning the company’s schedule may be 
had by writing Henry Disston & Sons, 
Ine.. Philadelphia 35, Pa. 











BurtpING Propucts MERCHANDISER 


Novopan to Be Available 
by the End of the Year 


A revolutionary new process for 
making low-cost multi-purpose three- 
ply wood panels from wood-waste, a 
process already proved commercially 
successful in lumber-scarce Europe, 
has been acquired by United States 
Plywood Corporation, Lawrence Ot- 
tinger, president, announced. These 
panels, having many of the properties 
of plywood, will be produced first at 
a new plant to be erected by the ply- 
wood company at Orangeburg, S. C., 
and later at plants in all sections of 
the country, as result of an agree- 
ment concluded in New York with 
Fred Fahrni, Swiss éngineer. The first 
plant, with an initial capacity of 40 
to 50 million feet a year, on a %-inch 
basis, is scheduled to be in operation 
by the end of the year. 

Under this agreement, involving an 
initial investment of approximately 
$2,000,000, United States Plywood 
Corporation will have the exclusive 
rights in the United States and Can- 
ada to this product, known in Europe 
as Novopan. It will be produced from 
shavings and chips, custcmarily use- 
less except as fuel, in specially de- 
signed equipment, some of which will 
be made here and others imported 
from Switzerland. Mr. Ottinger said: 

“Novopan will be competitive to 
plywood in many fields, but it is the 
policy of our company to develop any- 
thing that has merit, regardless of its 
possible effects on our other prod- 
ucts. The utilization of wood waste is 
most important because of the dimin- 
ishing American forests and because 
only the best part of tree or peeler 
logs can be used for plywood. 

“We have scoured the entire field of 
products made of wood waste, and 
this is by far the best material from 
the standpoint of its physical char- 
acteristics and appearance. Its use is 
indicated for furniture manufacturers, 
decorative panels, doors, as a base for 
high pressure laminates and, faced 
with oak, as a flooring and as an in- 
expensive core for thick plywood.” 


Companies ebunounce 


Andrew L. Crozier has been ap- 
pointed manager of cargo lumber 
sales for the C. D. Johnson Lumber 
Corporation, it was announced by E. E. 
Johnson, vice-president. Mr. Crozier, 
a veteran of 24 years in lumber man- 
ufacturing and sales, was central dis- 
trict sales manager for Simpson 
Logging Co. prior to joining the C. D. 
Johnson organization on August first. 
Some of his earlier associations were 
with Forest Lumber Co., at Klamath 
Falls, Ore., Long-Bell Lumber Co., 
Longview, Wash., and Puget Sound 
Associated Mills, Seattle. Mr. Crozier 
will be located in C. D. Johnson’s 
Portland, Ore. office from which all 
sales are handled. Ralph Benson will 
continue to be in charge of rail sales, 
traffic and general executive duties as 
assistant secretary of the company. 








H. J. Rudiger announces the ap- 
pointment of Robert A. Dier as sales 
promotion manager for Rudiger-Lang 
Co. The firm manufactures Tension- 
tite frameless window screens, Roll- 
Away screens, and R-L metal frame 


screens at plants located in Berkeley, 
Calif. and Toccoa, Ga. Mr. Dier will 
continue to make his headquarters 
at the Los Angeles office of Rudiger- 
Lang Co. 


Frick Company, Ine., Waynesboro, 
Pa., recently announced the appoint- 
ment of Earle Williams as factory 
representative in Louisiana, Missis- 
sippi, Arkansas, East Texas and West 
Tennessee. Mr. Williams has spent 
most of his working years in the 
manufacture and distribution of lum- 
ber in that area, being connected with 
the Finkbine Lumber Co. in Missis- 
sippi, and the Great Southern Lum- 
ber Co. in Louisiana. Mr. Williams 
will cooperate with dealers and oper- 
ators handling Frick sawmill and 
farm machinery. His address is 1437 
Audubon St., New Orleans. 


Stanley E. Knudsen, formerly man- 
ager of the Watertown, S. Dak., yard 
of Thompson Yards, is now Aberdeen, 
S. Dak., diviston manager. Mr. Knud- 
sen’s headquarters are at the Division 
Office in Aberdeen. Harold A. King, 
who has been assistant manager of 
the Watertown, S. Dak., yard, has 
been promoted to manager, and Lloyd 
Opperud is assistant manager at 
Watertown. S. A. Fisher, who has 
served as Aberdeen Division manager, 
has been appointed assistant comp- 
troller of Thompson Yards. 


H. E. MacKinnon, president of the 
Hixon-Peterson Lumber Company, 
Toledo, Ohio, recently announced the 
appointment of James Lind Glanville 
as assistant to the president. Mr. 
Glanville also was elected secretary 
at a recent meeting of stockholders, 
and he is manager of the company’s 
Toledo yard. A lumber man for more 
than 20 years, Mr. Glanville joined 
Hixon-Peterson in 1933, became To- 
ledo sales manager in 1939, and 
Toledo yard manager in 1947. In his 
new capacity, Mr. Glanville will con- 
tinue to supervise the operation of 
the Hixon-Peterson yard at 1804 Clin- 
ton St. in Toledo where the general 
offices are situated, and also will help 
coordinate the operations of other 
Hixon yards in Sylvania, Continental, 
Ottoville and Oberlin, Ohio, and 
Monroe, Adrian, Petersburg and Ida, 


‘Mich. 


W. D. Sawler, merchandising di- 
rector of Morgan Company, Oshkosh, 
Wis., announces the appointment of 
Richard C. Mangold as assistant mer- 
chandising director. Mr. Mangold 
formerly was sales promotion man- 
ager of Jaques Manufacturing Com- 
pany, Little Rock, Ark. 


P. E. Malinger, vice-president and 
general manager of Morgan Sash and 
Deor Company, Chicago, announces 
the appointment of John A. Kutella 
as sales manager. Mr. Kutella has 
been with Morgan Sash and Door 
Co. for 14 years as manager of the 
Dealer Service department and as 
sales representative. 


Andrew E. O’Leary, consultant for 
American Machine & Foundry Com- 
pany in the St. Louis area since early 
1946, has been transferred to Cleve- 
land to direct sales in the eastern 
Ohio territory of DeWalt high-speed 
radial saws, manufactured by De- 
Walt, Inc., an AMF subsidiary. 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of | ub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge $2.00 
Rates: 
1 Time —10c per word for each insertion. 
inimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
inimum charge of 40c per line. 
26 Times— 7c per word for each insertion. 
Minimum charge of 35c per line. 
For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 
hen answering box numbers or mailing 
copy for ads address them to: 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 


139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 








WANTED—Competent hardwood buyer and 
inspector acquainted with northern hard- 
woods. We have permanent position for a 
capable man of good character. 
MARQUETTE LUMBER CO., INC. 
306 So. Notre Dame Avenue 
South Bend, Indiana 





WANTED: Young man who has successfully 
managed a retail lumber yard and who 
now feels that he has the experience 
and ability to make a successful Divi- 
sion Manager for a line yard lumber 
company. Address Box E-36, American 
Lumberman, Inc. 





Hardwood Sales Manager with following with 
consumers and mills, for hardwood depart- 
ment. Large Southern Wholesaler. Depart- 
ment rare established doing good busi- 
ness. $500.00 a month drawing account with 
40-60 split profit on net profit. For right man 
this wonderful opportunity. Address Box D-39, 
American Lumberman. Inc. 





Plywood salesman, door experience prefer- 
red. State full experience, record of employ- 
ment, sales record and income expected. 
Prosperous distributing business may be ac- 
uired on easy terms to right man. Owner 
esires to retire. Write Box D-38. American 
Lumberman, Inc. 





DETAILER AND BILLER 
Florida Millwork goupony wants to employ 
experienced Detailer a Biller. Must be 
one. . Address Box E-30, American Lumber- 
man, Inc. 





WANTED: We are looking for men with am- 
bition and ability to fill positions in 
retail lumber yards from beginners to 
experienced managers. If interested in 
any kind of a position in a lumber yard, 
address Box E-37, American Lumberman, 
nc. 











HELP WANTED 





SITUATIONS WANTED 








WANTED 


We have a permanent position for a man 
familiar with Yellow Pine Mills and their 
production, who has had wholesaling experi- 
ence to supervise Yellow Pine Department in 
our Chicago office. This is an excellent op- 
portunity for the party who can qualify. This 
position carries a generous drawing account 
plus added compensation as a bonus de- 
termined by profits realized. Prefer a man 
not over forty years of age. 


EDWARD HINES LUMBER CO., 77 W. Wash- 
ington, Chicago 2, Ill. 





WANTED: Average size, high class wood 
working company, F. of L. Union Shop, 
established 1911 producing architectural mill- 
work, cabinets, etc., 90% special. both hard 
and softwood, desires employ: 

One well trained and experienced general 
foreman: must be cost minded and a good 
producer of quality work. 

One good detail cutter. 

One good detail moulder man. 

Two good all around machine men. 

Three good detail millwork bench men. 
Four good detail cabinet makers. 

One good detail frame man, to lay out, size 
and assemble. 

Address Box D-52, American Lumberman, Inc. 





WANTED: Manager for well established and 
successful lumber yard in a very good 
town. Address Box E-38, American Lum- 
berman, Inc. 





Wanted: An experienced detailer, estimator 
and biller for special wood mill work. Ad- 
dress Box D-23, American Lumberman, Inc. 





Help Wanted: Experienced man as jer 


University Dn a six years experience esti- 
mating and selling lumber and millwork de- 
sires sales connection eastern Iowa territory. 
Address Box E-22, American Lumberman, Inc, 





SPECIAL MILLWORK ESTIMATOR 

18 years experience, Estimating. Detailing, 
Billing, Purchasing, Production and Sales of 
fine special and stock Architectural wood- 
work including Industrial, Commercial, In- 
stitutional and Residential. Age 38. Married, 
Architecturally Trained, familiar Cost Book 
A. Now or a desires permanent con- 
nection. Address Box E-33, American Lum. 
berman, Inc. 





Manager, Superintendent. Estimator. Sales, 
Detailing and Billing. Familiar Cost Book A. 
Years experience, available at once. Address 
Box E-34, American Lumberman, Inc. 





Salesman = 

With excellent following among retail deal- 
ers, contractors, architects and industries 
within hundred fifty miles of Albany, N. Y., 
seeks better connection. experience « 
record of introducing new materials qualifies 
him to substantially increase your sales in this 
area. — Box E-29, American Lumber- 
man, Inc. 





WHOLESALE BLDG. MATERIAL SALESMAN 
Wishes association with reputable wholesaler 
of lumber and/or millwork. Clientele located 
Northern New Jersey. Background 23 years 
selling experience. Address Box D-53, Ameri- 
can Lumberman, Inc. 


SALES REPRESENTATION 
AVAILABLE 











in small enterprising retail lumber yard. Ex- 
cellent opportunity for good man. Owner 
forced to retire on account of health. State 
experience, age,. education, marital status, 
and give references. OWENSVILLE LBR. & 
SUPPLY COMPANY, OWENSVILLE, INDIANA. 


Wanted—Man experienced in manufacturing 
of Fruit and Vegetable pitcee major prod- 
ucts, braid baskets, and berry baskets. Must 
be able to take care of lathes and Stapling 
machines. Good chance to advance. Life 
time job for capable man. The Marietta Fruit 
Package & Lumber Co., Marietta, Ohio. 








WANTED: Young man with some retail lum- 
ber experience for assistant manager of 
a good retail lumber yard. Address Box 
E-39, American Lumberman, Inc. 





ACCOUNTANT 
A well-rated, large Florida Retail Lumber and 
Millwork and Building Material concern wants 
to employ a first class accountant with Lum- 
ber experience. None but efficient and accu- 
rate, high type. man will be considered. Ad- 
dress Box E-20, American Lumberman, Inc. 





Man for retail lumber office. Suburban Chi- 
cago area. Knowledge of construction. Ad- 
dress Box E-43, American Lumberman, Inc. 





Wanted: Experienced hardwood head sawyer 
for modern steam circular mill. Must be sober, 
steady and able to furnish references. Steady 
work, house available. Potter Lumber Com- 
pany. Allegany. New York. 





WANTED: Young man who has been man- 
aser of a small yard or assistant man- 
ager of a large one, who now would 
like to advance to manager of a larger 
retail lumber yard. Address Box E-40, 
American Lumberman, Inc. 





WANTED 
Salesman for wholesale company selling 
building materials and accessories, such as 
roofing, insulation. etc. Location in northern 
Illinois territory. Retail experience preferred. 
All replies held confidential. Address Box 
E-35, American Lumberman, Inc. 





WANTED: Young man with knowledge and 
experience in lumber and building mate- 
rials to assist in the Buying Department 
of a line yard lumber company. Address 
Box E-41, American Lumberman, Inc. 











AGGRESSIVE MANUFACTURER’S AGENT: Ten 
years experience — offers complete coverage 
to lumber yards in Wisconsin area — Commis- 
sion basis — can provide warehousing. If you 
are a reputable concern please write Box 
D-54, American Lumberman, Inc. 


LUMBER & DIMENSION | 
WANTED 


WANTED TO BUY: One to five carloads of 
either Western Red Cedar or Redwood 1x3 
fence pickets: also Western Red Cedar in the 
following dimensions: 1x3, 3x4 and 4x4 SAS, 
No. 1 Common, green or Bulk of mate- 
rial we are seeking to be random lengths. 
Please specify price F.O.B. Central Islip, 
Long Island, New York. which takes the 
$1.18 transcontinental rate. 
KAUFMAN-ALLIED, 139-24—224th St. 
Laurelton 13, L.I. New York 

















Wanted—Appalachian Hardwoods, also Round 
on — Locust. P. O. Box 1323, Cumber- 
and, le 


~ USED MACHINERY WANTED 














Wanted: One 15,000 pound capacity 17’ 6” 
Lift Truck, pneumatic tires, hydraulic steering, 
‘48, ‘49, or ‘50 model, must be in new condi- 
tion, Ross or Hyster. 
THE BUCHANAN LUMBER COMPANY 
CUMBERLAND, MARYLAND 





WANTED 
Complete 54’° Band Saw Mill with edger and 
trimmer. Prefer late model. All Roller bearing 
or ball-bearing ae. PATTERSON LUM- 
BER CO., INC., Wellsboro, Pa. 





— | 





WANTED TO BUY— 
MISCELLANEOUS 


RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 














SITUATIONS WANTED 


Wanted to represent Mill or Jobber for Pon- 
derosa and Fir in Illinois including Chicago 
and Wisconsin. on salary plus commission. 
Can give experienced representation. Ad- 
dress Box D-37, American Lumberman, Inc. 
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STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 
MIDWEST STEEL CORPORATION 
Charleston, W. Va. 


WANTED—D Shavings and Sawdust. Ad- 
dress Box B-57, American Lumberman, Inc. 
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~ LUMBER & DIMENSION 
FOR SALE 


DIMENSION FOR SALE 

2x4—RL Fir, Larch, Hemlock and White Fir. 
2x6—RL 

2x8—RL 

2x10—RL 

Some Boards and _ Shiplap. 
R. J. Spring Lumber Co., Riv. 9882 
1029 West Ist. Spokane 8, Washington 











LUMBER FOR SALE 
White Pine 
Red Pine 
Western White Spruce 
Eastern Spruce 


Hemlock 
MILL VALLEY LUMBER COMPANY, LTD. 
PHONE 80 
OSHAWA — ONTARIO 





4 cars 8/4 #1 Common 6& Better, Air Dried 
Plain Red Oak. Cloud Oak Flooring Com- 
pany, P. O. Box 6—1912 N. Weller, Spring- 
field, Missouri. 


~ BUSINESS OPPORTUNITIES 








Wanted connection wholesale hardwood floor- 
ing warehouse business for distribution retail 
and building trade New York, New Jersey 
area, with experienced individual or concern. 
Address Box D-44, American Lumberman, Inc. 





BUILDING SUPPLIES—LUMBER 
Sales $90,000 year: busy Ohio town; no com- 
petition; complete line; building 60x108, fully 
equipped; four storage sheds; $40,000 inven- 
tory; large development nearby: fine for 
partners; sell with property. 
APPLE COMPANY. BROKERS, CLEVELAND, O. 


-MISCELLANEOUS—FOR SALE 











Advertising Yardsticks 
Basswood and Hardwood. Reasonable prices, 
prompt delivery. F. M. Mosedale Co., St 
Charles. Ill. 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO.., Inc. 
t - Minneapolis, Minn. 


ADVERTISING CARPENTER PENCILS 


Write For A Free Sample 


THE WILMAR COMPANY 
Lewisburg 2, Tenn. 














For Sale: Aspen, Maple. Birch and Pine 
stumpage in Marquette County, Michigan. For 
ee write Box E-25, American Lumber- 
man, Inc. 


CARDS OF REAL WOOD 


Business, Christmas, Announcements. 
CARDS OF WOOD, Manlius 9, New York 


BUSINESSES FOR SALE 














For Sale: Yellow Pine concentration yard with 
Planing Mill, Circular Saw, modern Dry Kiln 
entirely new. Power plant. Located in central 
Alabama. Adequate timber supply and rail 
facilities. Will sell for cash or consider rea- 
sonable down payment. Address Box B-33, 
American Lumberman, Inc. 





A CENTURY OLD 


Lumber business and sash manufacturing. 
with excellent connections and best reputa- 
tion, established in two prosperous cities 
in Ontario, to be sold as a going concern 
for $375,000. Price includes liquid assets of 


approximately $100,000. Last year’s income 
$72,000. Confidential listing. 
Mr. Glaser 
J. A, WILLOUGHBY & SONS 
Realtors 


IS6 Yonge St. 
AD. 0604—Evgs. LA. 6002 


Toronto 





For Sale: Lumber Yard in Montana, doing 
good business, selling for $12,000, inventory 
included. Reason, dissolving partnership. 
ddress Box E-42, American Lumberman, Inc. 


Buitpinc Propucts MERCHANDISER 








BUSINESSES FOR SALE 





BUSINESSES FOR SALE 





For Sale: Well established retail yard in ex- 
cellent business section of Western Michigan. 
Building supplies, paint and hardware lines. 
Well equipped mill for custom woodworking. 
Inventory and 7 will require ap- 
proximately $100,000.00. Buildings and grounds 
$50,000.00. Will sell buildings and grounds 
on contract. Address Box D-36, American 
Lumberman, Inc. 





For Sale—Sawmill and Limits. 
Circular sawmill, steam-feed, steam nigger, 
edger, trimmers and slasher. Situated at 
Echo Bay, Ontario, on highway and C. P. R. 
Railway, thirteen miles from Sault Ste. Marie, 
Ontario. Large limits of White Pine, Red Pine, 
Spruce and Hardwood. Going concern, mill 
now operating. 

A. J. Gavin & Sons, Echo Bay, Ont., Canada 





FOR SALE 


Successful Ponderosa Pine and Fir 
Operation in Northern New Mexico. 
Stumpage for sale at $5.00 per thou- 
sand—15 million feet or more avail- 
able. 5 contract sawmills now cutting 
ties and lumber. 20 acre drying yard 
and modern remanufacturing plant on 
Company’s Santa Fe Railroad Spur. 
Well managed. Reason for selling is 
owners have other and larger in- 
terests demanding their attention. Visit 
the plant and examine its record and 
prospect. 


LAVENDER TIE AND LUMBER 
COMPANY 


Wagon Mound, New Mexico 





City Retail Yard in Midwest for rent by re- 
tiring owner. Address Box E-44, American 
Lumberman, Inc. 





For Sale: Flooring plant now operating full 
capacity, two units, completely equipped ma- 
chinery and dry kilns. Excellent location 
Appalachian territory. Large inventory lum- 
ber now, centrally located for raw material. 
Good reason for selling. Address Box D-45, 
American Lumberman, Inc. 





Lumber and Building Material Business lo- 
cated near city limits Gary. Indiana, trading 
area of approximately 20,000 people. Fast 
growing community. Modern plant with 
apartment for owner or manager. Owner has 
two operations and desires to devote time 
to one. For details or appointment to inspect 
property write or phone: Elmer Scharbach, 
Hobart, Indiana. 





For Sale: Good South East Nebraska Yard 
in one Yard Town, on Main Line Railroad and 
paved highway. Owner wishes to retire. Ad- 
dress Box D-47, American Lumberman, Inc. 





Two Lumber Yards for sale, close in two 
small towns in Indiana approximately twelve 
miles apart, also hardware, fence, coal and 
appliance connected with these yards. Rich 
farming community. An excellent business 
for a person who could personally supervise 
the yards. Reason for selling. the owners 
cannot take care of them. Will sell separate- 
ly. Address Box C-27, American Lumberman, 
nc. 





For Sale: Buildin Supply Yard doing a won- 
derful business. Sales have risen every year 
and have exceeded half a million dollars per 
year last two years. Fireproof warehouses 
and beautiful equipment. Owners have other 
interest requiring large capital outlay. This 
is an unusual opportunity to acquire a high 
volume outlet at a very reasonable price. 
Very favorable terms to reliable parties. Ad- 
dress Box A-53, American Lumberman, Inc. 





For Sale—Retail Lumber Building Materials 
and Fuel Yard in Illinois City—doing annual 
business of $500,000.00—Well established and 
aga: may In business for half a century. 
or sale because of death of one of principal 
stockholders. Address Box E-23, American 
Lumberman, Inc. 





Southern California 

Complete building material market. Lumber, 
Hardware, Paint, Plumbing and Electrical 
Supplies, Floor and Wall Tile, Profitable 
Glass department. Ample floor space. 40’x60’ 
new display and sales room. — yard in 
Beach area of 10,000 population. Big indus- 
trial payroll. Also Farming, Dairying and 
Citrus Orchards. America’s mildest climate. 
$35,000 including land, buildin and all 
equipment, stock at inventor out $25,000 
could be reduced quickly. Address Box E-45, 
American Lumberman, Inc. 





LUMBER YARD, BUILDING SUPPLIES & 
HARDWARE—Northern Indiana. Long estab- 
lished, sound and profitable business. Two 
buildings; 2 large lumber sheds covered with 
aluminum siding. Stock consists of 25% 
hardware and 75% lumber and building 
supplies. Two almost new, large trucks. Lot 
85°x188’. Price for buildings, real estate, 
trucks, equipment and fixtures $37,500 plus 
approximately $40,000 inventory at cost. Terms 
on real estate. Midwest Business Brokers, 
am 216 Standard Building. Fort Wayne. 
ndiana. 


| PROMPT SHIPMENT 











RED ROSIN SLATERS FELT 


**30-30’" Duplex Building Paper 
1’’xl’’ Reenforced Building Paper 


REFLECTIVE INSULATION 
KING NAIL BAGS—(LARGER OPENING) 
TWINE (for tying lumber) 


Write for price list. 


HOSKING PAPER CO. 
P. O. Drawer 43 Wilmette. Ill. 





“USED MACHINERY FOR SALE 


1—28°'x48" Filer & Stowell Right Hand Corliss 
Engine, heavy duty frame Rolling Mill Type. 
16’x50°° Cast Iron Flanged Wheel. Complete 
with oiling system. Equipped with 111 it. of 
46’’x3 ply Leather Belt. In first class oper- 
ating condition. Other detailed information 
and price will be furnished on request. The 
Shevlin-Hixon Company, Bend. Oregon. 











DRY KILN TRUCKS. any length, with roller 
bearings. MIGHTY MIDGET CO., 1481 Park- 
way. Alliance, Ohio. 





1 No. 91 Yates 6x20’ babbitt bearing, six 
knife, round cylinder machine with double 
profiles. Excellent condition. 


1 6x2" No. 108 Yates Moulder. 
condition. 


1 Loggers Dream (Junior) mounted on 1947 
Ford Truck. 


170 horsepower International fuel burning 
power unit. 


Grayson Lumber Company, Birmingham, Ala. 


Excellent 





FOR SALE 


. 19° Star Cunningham Right Hand Band Mill 


with Filer & towell 3 block carriage 
equipped with Martin Air Dogs together 
with 14’ gun, loaders, kickers, edger, trim- 
mer, motors, switches. etc. Detailed descrip- 
tion and price will be furnished on request. 
All equipment in first class operating condi- 
tion. 
THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 





LOGGING TRACTORS 
POWER UNITS & DOZERS 


International T9 with full revolving 


crane. | a ati. $2500.00 
RS Caterpillar with Hyster Winch..... 2500.00 
Allis-Chalmers Model ““M” with Tulsa 

sce EEE OR A 1350.00 
Waukesha 150 H.P. Power Units with 

a, SREP RSS ery 825.00 
Cummins 6 cylinder Diesel Power 

RN I EG nn v5.00 oe ecmaenmtass 2500.00 


International TD 35, wide gauge and 
I iso sdoccs ceo coe eee sneer on 1500.00 
Logging tractors all sizes. Some as low as 
$500.00. All tractors rebuilt and guaranteed. 
O. C. Evans, Mt. Sterling, Ky. 





For Sale: End Matcher for tongue and groov- 
ing ends of, flooring, Sherman Type B $600. 
Woodward Machinery Co., 309 E. 2nd St,. 
Cincinnati, Ohio. 
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CHROMEDGE re 


Frames 











EASIER, @ 






735-TXB 


WATERPROOFING » 


A favorite of builders and mechanics! No exact scribing, 
cutting or fitting. Just “tap and roll” upright lip of frame 
tightly over edge of covering. Covering locks in lip with 
B & T’s famous “fish-hook grip”. Waterproofing traps assure 
tight, permanent moisture seal. 735-TXB accepts light 
Also 735-TXD 
Sell these popular, 
See your Chromedge distributor! 


standard, heavy standard or ¥” coverings. 
for .030 to 1/16” plastic laminates. 
profitable, proven frames. 


Typical of 
‘The iii ee  CHROMEDGE 
& lumbus 16, Ohi Metal Trims for 
Columbus 16, Ohio Every Need 








CASH in on the SALES POWER of 
Vify Bronze Window Control Springs 


Available for plain rail 
or double hung win- 
dows. 





SELLS Right out of Display Box 
Now Retail at Only 25¢ Per Pair 


For new or old construction—can be installed without tools 
or nails in just 2 minutes. Jiffy Bronze Window Control 
Springs are excellent for low cost houses, tourist cabins, 
cottages, attics, garages, etc.—in double hung or sash rail 
windows. They eliminate sash cords, pulleys. No mortising 
or boxing. Made of special, durable spring bronze. Passed 
10 year tested by Armour Research Foundation. Over 
11,500,000 sold on ‘“‘Money Back” Guarantee. 


Get Your Stock Today From Your Jobber 


LEIDGEN SPECIALTY CO. 


Oconomowoc, Wis. 
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Advenrtisors’ Index 


Adair Lbr. Co., Joseph A.....40 
Aetna Plywood & Veneer Co..50 
Alexander-Yawkey Lbr. Co... .52 


American Stained Shingle Co., 
The 67 
Anaconda Copper Mining Co..54 
Appalachian Hardwoods 18 
Atlantic Lbr. Co., The 57 
B & T Metals Co., The.. 74 
Baldwin Lbr. Co..............66 


Barrett Div., The 
Allied Chemical & a Coep. ll 


Belcher & Son, Inc., J. B ..18 
Bostwick Steel 1 Lath Co., “‘The.. 9 
Braund Co., R. 37 
Brown, D. ad ; 18 
Brown-Graves Co. ; 47 
Bunyan Lbr. Co., Paul 62 


California Sugar & Western 
Pine Agency. Inc.......... 67 
Canadian Forest Products Ltd. 24 
Cherry River Boom & Lbr. Co. .18 
Chicopee Mig. Corp. of 


Georgia, Lumite Div. ..... 65 
Chisholm, Inc., H. S.... 67 
Christian Lumber Co.... 18 
Clark Equipment Co., 

Industrial Truck Div. 36 


Cleveland Steel Specialty Co. 
Inc. stale ate vane sa oust 

Connor Lbr. & Land Co., The 76 

Corbin Div., P. & F., The 
American Hardware Corp...25 

Crisp Lbr. Co., M. E. 

Curtis Lbr. Co.......... 40 


Dargan Lbr. Mfg. Co.. .50 
Dixon Industries, The..... 51 
Donley Brothers Co., The.... 65 
Duncan Lbr. Co., Inc....... 40 
Durham Co., Donald.... 70 


Elastic Stop Nut Corp. of 
merica ....... 


Farrin Lumber Co., The M. B..18 
Ford Motor Co., Ford Div.....19 


Frost Lbr. Industries, Inc. 4 
Gabriel Steel Co. 65 
Gillies Bros. & Co., Ltd.. &8 
Griffith Lbr. Co......... 18 
Grissom-Rakestraw Lbr. Co... .18 
Griswold Lbr. Co., The 63 
Hamer Lbr. Co., J. P. an 
Holt Hardwood Co..... 63 
Industrial Lbr. Co. . . 48 
Inland Steel Products Co. 45 
Insulite Div., Minnesota 

and Ontario Paper Co... 2 
Kirby Lumber Corp. > .69 
Klumb Lbr. Co., C. E. 68 
Leidgen Specialty Co..... 74 
L. H. L. Lbr. Corp...... i 


Libbey-Owens-Ford Glass Co.. 
Lumberman’s Plan Service.. 
as Mutual Casualty, 


Madera Co., The 24 
Majestic Co., The 54 






Maple Flooring Manufacturers 
ssn. 
Masonite Corporation 
Mauk Seattle Lumber Co. 
McCracken McCall, Inc. 
Meadow River Lumber Co. 
Medford i apa 
Mengel Co., The, 
Plywood Div 
Menominee Indian Mills 
Miller & Co., Inc... 
Miller Mill Co., Inc., T. R. 
Miner Saw Mig. Ce.. J. &.. 
Miracle Adhesives Corp.. 
Morrill & Sturgeon Lbr. Co. 
Mowbr & Robinson Lbr. Co. ‘1 
Mower Lumber Co., The 18 


SS23R as=BR2 


National Clay Pipe 
Manufacturers, Inc. 8 
Neils Lumber Co., J. 61 


Oregon-American Lbr. oup- BX] 
Oregon Lumber Co. : a) 
Oshkosh Wood Products 
RES 64 
Ozan _~ Co. || 
Ozark Oak Flooring Co., The. .§§ 


Pacific National Sales Co. rT 
Pack River Sales Co..........% 
Penn Metal Co., Inc.... a 
Phenix Mfg. Co., Inc.... w) 
Plumly Lbr. Corp., P. W. 18 
Puget Sound Plywood, Inc. 
Pullman Mfg. Corp. 67 


Rainy Lake Lumber Co. Ltd... 
Rapids-Standard Co., Inc., The.5§ 
R-B Co., eee . 61 
Russell & Pugh Lumber Co... 6 


Schubert Co., H. A...... 
Seattle Boiler Works, Inc. 
Sewall Co., James W...... 
Shevlin-McCloud Lbr. Co. 
Silbernagel, Geo. J.... 
Simpson Logging Co... 
Smith Lbr. Co., a * tL. 
Smith Lbr. Co., W. 4 
Soderberg Lbr. Co., Inc. 
Carl E. 

Standard Conveyor Co... 
Stanley Works, The..... 


22Pse2e22 


Tannewitz Works .. 
Taylor-Stiles & Co.. 
Thomason Plywood Corp.. 
Thurston-Flavelle Ltd. .... 
Tile-Rite Co., The....... 
Twin Harbors Lbr. Co. 





Union Pacific Railroad........l6 
U. S. Plywood Corp., 

ee ica Sd wv 
Universal-Rundle Corp. ......# 
Urania Lbr. Co......... a) 


Wales Lumber Co............. | = 
Wendling-Nathan Co. . d 
Western Pine Assn..... i) 
Western Pine Mfg.. Co. )) 
Western Wholesalers ..... 4 
Westinghouse Electric Corp... 
Aspliance Div. ...........-4 
Willamette Valley Lbr. Co....-1 
Winton Lbr. Sales Co.. 0 
Wisconsin Flush Door Mig. Co.. 
Wood-Mosaic Co., Inc.. 


Zonolite Co. 





